Paw 


eo, 


itty Gino’ al 





DECEMBER 8, 1945 


ONE OF 7 DOW CHEMICALS 


Or 
insulation board 
that won't 


leed “boarders” 








USED BY THE LUMBER 








INDUSTRY 





HOW DOWICIDE STOPS TERMITES AND DECAY 


Take a tip from the insulation board manufacturers. This 
industry’s experience suggests a way to rid many products 
of bacteria, termites and mold—those “‘star boarders”’ with 
the all-devouring appetites. 

These ravenous organisms thrive on nearly everything made 
of cellulose, which includes lumber and wood products as 
well as insulation board. 

Most insulation board is made under moisture conditions 
that are an invitation to mold and bacteria. And even if it 
weren't, moisture absorbed by insulation board after it is 
installed makes it vulnerable to decay and termite attack. 
Temperature differentials in houses between plaster and out- 
side wood sheathing result in condensation of moisture in 
the insulation board. 

But this board can be—and is—made highly resistant to 
this destruction if Dowicide G is added during the manu- 
facture of the insulation board. The Dowicide is retained by 
the finished board—giving it the protection needed to make 
it rot, mold and termite resistant. 

Laboratory and field tests have shown that insulation board 
treated with Dowicide G stands up, even in wet soil, while 
untreated board soon disintegrates under attack of organisms. 
This successful use of Dowicide is a good tip to manu- 
facturers confronted with problems of mold, bacteria and 
termite control. There’s a Dowicide fitted to your needs if 
your problem stems from mold, rot, termites, fungi. Ask us 
how Dowicide can help you. 


THE DOW CHEMICAL COMPANY 


MIDLAND, MICHIGAN 
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A ighlights oF THE Issue 


Keeping cold out and heat in has been the recognized job of 
good insulation. Now a California lumber dealer has found that 
in his state, insulation is a rapid seller for keeping heat out, a 
hint for building material dealers in other warm states in the coun- 
try. See the article on page 50... Know the products you sell is the 
theme of a new series of feature articles. The article in this issue, 
page 44, discusses hardwood flooring—types, manufacturing process, 
correct methods of installation, and recommended storage . . . Just 
before the war travellers were becoming more and more enthusias- 
tic about motor courts. Now with traveling starting up again new 
motor courts, needed throughout the country, bring new prospests 
to the building material dealer, page 41 . . . One of the biggest 
boons to selling is the sales aids or dealer helps offered dealers 
by the manufacturers of the products they sell. Studying and using 
these aids to best advantage to turn prospects into customers is 
discussed and illustrated in the article on page 38. . . Other articles 
of interest include a study of considerations for lumber dealers 
planning to handle new lines, page 35; an analysis of the Wagner- 
Ellender Housing bill, page 32, and highlights of the National 
Lumber Manufacturers association national meeting in Chicago. 





BERMAN 7 





‘n two independent surveys 
homeowners voted... 





.... ASBESTOS SHINGLES 





ES, here’s a fact of prime importance 
. oe your postwar business. For re- 
roofing and for roofing new homes, buy- 
ers prefer asbestos shingles! 


Ina recent independent poll* of typical 
homemakers, twice as many people pre- 
ferred asbestos shingles as compared 
with the number that chose the next most 
popular material for re-roofing. 


And in another independent survey* 
...a poll of families planning to build or 
buy a house postwar, covering 118 cities 
in 35 states... the asbestos shingle roof 


was again named the outstanding choice, 
with a substantial lead over every other 
roofing material. 


Equally interesting are the reasons 
given by homemakers as to why they pre- 
fer asbestos. The two most important 
factors which influence them in selecting 
a roofing material are—/asting qualities 
(84%) ... fireproof qualities (76%). 


Why not use these revealing facts to 


sell the kind of roof that is the considered 
choice of homebuyers? .. . asbestos! 














Bill Henry and the News at 8:55 PM. E.W.T. 5 
times weekly over CBS stations from coast to 
coast telling millions of homeowners about 
Johns-Manville, its dealers and its products. 


And Remember, WHEN PEOPLE 
THINK OF ASBESTOS, THEY THINK 
OF JOHNS-MANVILLE F//S?. . . 


This overwhelming consumer-acceptance, proved 
time and again by survey test, means just one thing to 
you: the Johns-Manville name has greater merchandis- 
ing value than any other in its field. Seventy-five years of 
continuous national advertising, plus the current J-M 
radio program reaching as many as 30,000,000 listeners 
a month, make Johns-Manville products easier for you 
to sell than any other brand. 








* 

Both surveys men- 
tioned above were 
made by outstanding 
national magazines. 
The facts uncovered 
are therefore author- 
itative and unbiased. 
We'll gladly give you 
details on request. 
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HIGH BUILDING COSTS TOO OFTEN BLAMED 
ON MATERIAL PRICES AND RETAIL DEALERS 


Building tradesmen in one of the nation's large cities are negotiating for 
a 10-cent-an-hour increase in pay. This is in addition to a 15-cent increase 
maneuvered last spring, making a total increase in less than a year of 25 
cents per hour for skilled construction tradesmen in that particular area. 
There isn't anything unusual in what these workmen are asking. Rather it is 
the usual thing these days and has been happening in most communities 
since the start of World War II. But too often the current increased costs of 
building as compared to prewar figures are blamed on the increase in build- 
ing material costs. Corollary to this is the usual assumption on the part of 
the consuming public that retail lumber dealers and the building material 
business in general are “really cashing in” on current conditions as a result 
of price increases. 

Against a U. S. commodity wartime average price increase of about 40 
percent the increase in all major building material items has averaged around 
30 percent. Taking 1926 as 100 the index figure on all building materials in 
July, 1945, was 117.5, according to the U. S. Department of Labor.: As far as 
building materials on the average are concerned there is nothing to apologize 
or make excuses for. Building materials are in line with plenty to spare so 
obviously there are a number of other factors contributing to the 45 to 50 
percent increase in building cost, which is being so extensively publicized by 
government and the consumer press. 

While every retail dealer knows what these other factors in increased build- 
ing costs are in his particular area, he is unknowingly absorbing far too much 
of the blame. Obviously where local carpenters or contractors deal with 
consumers on a completed-job basis, the high cost of building materials is 
given as the reason for a high price rather than the increase in labor costs or 
inefficient workmen. 

In a recent Sunday afternoon radio broadcast channeled through 81 local 
stations throughout the United States, the “monopolistic” building materials 
industry was described as having “distribution costs which are tremendous.” 
Three “experts” discussing the need for an extensive program of government 
financed socialized housing also said: “. . . the public has the conception that 
it is the wage rates of laborers which make for the high cost of housing. We 
ought to point out that that is far from being true today.’ There were no 
reasons given to substantiate this claim. Discussion immediately turned to 
the need for a system of guaranteed year-round wages for building tradesmen. 

It is imperative that retail lumber dealers everywhere capitalize on every 
means within their reach to make certain the public—their customers—are 
being truthfully informed on the current building situation. Popularity of the 
home building and construction problem now makes it essential that retailers, 
as well as all others in the industry, be especially well-informed on questions 
bearing on their business. Being well-informed, however, is not all there is 
to it. Much time and thought must be spent to help channel correct informa- 
tion to the public. No propaganda is needed. The truth will do the job. 


Natit Ban, 


Publisher 









New Public 


HOUSING BILL OFFERED 


Senators Wagner, Ellender and Taft introduce S. 1592 as revision of 
now defunct S. 1342. Would spend millions for housing research, aid to 
cooperative and labor groups, slum clearance and mass market housing. 


HE WAGNER - ELLENDER - 

TAFT Housing Bill, S. 1592, 
known officially as the ‘“Gen- 
eral Housing Act of 1945,” has been 
introduced in the U. S. Senate and 
is scheduled for hearings before the 
Senate Committee on Banking and 
Currency. This bill replaces the 
earlier and now defunct Wagner- 
Ellender Housing Bill, S. 1342. 
(See AMERICAN LUMBERMAN, Sep- 
tember 15, 1945.) 

This new proposed housing act 
which covers 110 pages and con- 
tains ten titles, will be opposed by 
practically all private industry 
groups that operate in the construc- 
tion and housing fields. Although 
it is a modification of the earlier 
bill to set the federal government 
up in the housing business, it still 
embodies the prime objectives of 
NHA Commissioner Blandford and 
his large group of public housers 
to socialize the mass housing indus- 
try of the nation. Support for the 
bill has been obtained from the 
American Federation of Labor, 
CIO, National Association of Hous- 
ing Officials, League of Women 
Voters, Parent-Teachers Associa- 
tion, Farmers’ Union and a number 
of other national organizations. 

Title I of S. 1592 would consoli- 
date the Federal Housing Adminis- 
tration, the Federal Home Loan 
Bank Administration and the Fed- 
eral Public Housing Authority, to- 
gether with all their functions un- 
der the National Housing Agency 
to be headed by a National Housing 
Administrator appointed by the 
President and the Senate. In the 
case of the Federal Home Loan 
Bank Administration this means 
that a Federal Home Loan Bank 
Commissioner will take over the 
functions, powers and duties of the 
Federal Home Loan Bank Board 
and its members, the board of trus- 
tees of the Federal Savings and 
Loan Insurance Corporation and 
the board of directors of the Home 
Owners Loan Corporation, all of 
which boards and offices of mem- 
bers will be abolished, with direction 
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henceforth vested in the Commis- 
sioner. The other agencies con- 
cerned would be handled in a simi- 
lar manner. 

$42,500,000 for Reasearch 

Title II of the bill would author- 
ize expenditure of $12,500,000 for a 
five-year period to “make studies 
and publish reports (i) relating to 
building materials and methods of 
production, residential design and 
construction, and zoning laws and 
other codes and regulations, to de- 
velop sound and tested standards 
of safety, durability, livability and 
health in housing and related neigh- 
borhood and community develop- 
ment, and to reduce housing costs, 
including operating costs, consist- 
ently with the maintenance of such 
standards.” In addition to $12,- 
500,000 for a study to reduce build- 
ing costs a total of $25,000,000 is 
authorized for five years to aid mu- 
nicipalities and cities in making 
housing studies. 

Titles III through VII deal with 
the financing of housing, including 
a proposition for 95 per cent loans 
at low interest with 32-year matur- 
ity. This is the portion of the bill 
which is designed to have widest 
public appeal because of the gener- 
ous loosening of credit to prospec- 
tive home owners at the expense of 
taxpayers. 

Some of the propositions offered 
in these sections of the bill include: 

An extensive urban redevelop- 
ment plan, whereby the federal gov- 
ernment would loan cities up to 
$500,000,000 for a five-year term 
to eliminate slum and_ blighted 
areas, the localities to combine their 
funds with the federal funds. The 
bill also offers $50,000,000 a year 
for five years in permanent loans 
to cities that may run for 45 years. 
In addition, the federal government 
is authorized to contribute $4,000,- 
000 a year for five years on condi- 
tion that local governments match 
that contribution. This brings 
the total proposed federal funds 
to be expended on this effort to 
$770,000,000. 


An entirely new feature in this 
bill is the plan for special federal 
assistance to cooperative or labor 
groups on housing projects. Up to 
95 percent of the cost of a coopera- 
tive housing program could be in- 
sured by the federal government at 
a maximum interest rate of 3% 
percent and maturity of 40 years. 
Cooperatives and labor groups who 
may wish to take advantage of 
these provisions of the proposed bill 
could also secure financial backing 
from the federal government for 
any commercial or community 
facilities that might be required as 
a part of a cooperative housing pro- 
gram. 

To finance building in the popu- 
lar mass market for families that 
can pay from $20 to $40 a month 
for new homes and apartments the 
FHA would be authorized to loan 
up to 95 percent of the cost on 
homes priced at less than $5,000. 
Thirty-two years is the maximum 
for repayment and the maximum 
interest rate would be 4 percent. 
The bill also provides special gov- 
ernment assistance for builders who 
construct houses for less than 
$5,000. “Yield insurance” is offered 
insurance companies and _ other 
large investors who wish to enter 
the limited rent housing field. The 
government would assure them an 
annual return on their investments 
of 3% to 4 percent. To further in- 
sure low rent a four-year program 
is set up where the government 
would contribute $22,000,000 a year 
to reduce rents on projects under- 
taken by local public housing au- 
thorities. 


To Enter Farm Housing Market 


This revised public housing bill, 
like its defunct predecessor, per- 
mits the government to enter the 
farm housing market. Working 
through the Secretary of Agricul- 
ture, the government would “fur- 
nish without charge, or at such 
charges as the Secretary may deter- 
mine, technical services such as 
building plans, specifications, con- 
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struction supervision and inspec- 
tion, and advice and information 
regarding rural housing.” Loans 
to farmers “who cannot elsewhere 
receive the necessary credit on 
terms comparable to the terms pro- 
vided”, will be made at 3 percent 
interest with a maximum maturity 
of 40 years. As part of the pro- 
gram of this portion of the act the 
Secretary of Agriculture through 
the Extension Services and state 
facilities is authorized to determine 
what constitutes decent, safe and 
sanitary dwellings in any locality 
or for any farm. The bill also au- 
thorizes representatives of the gov- 
ernment to make contracts for 
services and supplies up to a total 
of $300 for any one job. 

Authority is granted under S. 
1592 for the government to build 
housing in farm areas. Lessees will 
have the option to buy rented 
houses and the act specifies that any 
payments made by the purchaser 
toward amortizing the cost of the 
house shall be credited to him on 
the purchase price. A _ total of 
$5,000,000 is provided to finance the 
first year of the rural housing pro- 
gram, the $5,000,000 to be increased 
by like amounts at the beginning of 
of the second, third, fourth and 
fifth years. 


Bill Misses Main Industry Problems 
Many progressive groups in the 


private building industry, includ- - 


ing the National Retail Lumber 
Dealers Association, are preparing 
arguments in opposition to the 
various titles of the bill. General 
objections are that the whole tend- 
ency of the proposed law is toward 
a centralized control of all housing 
construction by the federal govern- 
ment, and especially toward a 
complete governmental control of 
credit. These groups will point out 
that the bill completely misses the 
immediate problems of the home 
construction industry—the prob- 
lems of building material produc- 
tion and distribution, labor and 
equipment—because prime empha- 
sis is on loosening up credit. Cur- 
rent problems of the industry do 
not hinge on credit. 

Opposition to the bill may be seri- 
ously divided since S. 1592 contains 
at least something that every pri- 
vate enterprise group has asked at 
some time or other. Furthermore, 
by diverting public attention away 
from the real points at issue—the 
scarcity of materials and labor—it 
is possible that opposition on the 
part of the private enterprise 
groups may be construed as dog-in- 
the-manger selfishness. 


House Gets Bill to Set Ceilings 
on Completed Homes, Allocate 
Scarce Building Materials. . . 


ONGRESSMAN WRIGHT 

PATMAN’S bill, H. R. 4761, 
proposing the establishment of an 
Office of Housing Stabilization, con- 
trols on the price of completed 
homes—new and old, the allocation 
of scarce building materials, spe- 
cial aids for low-cost housing and 
other features went -before the 
House Banking Committee for 
hearings this week. 

The bill calls for the immediate 
creation of a new government bu- 
reau—the Office of Housing Stabil- 
ization to be headed by a Director 
of Housing Stabilization, appointed 
by the president. The measure says 
“the director shall formulate and 
develop a comprehensive national 
program to effectuate the purposes 
of this title.” 


Power to Set Maximum Prices 

In authorizing the ceiling prices 
on new and existing houses, the 
bill specifies that the maximum 
price shall consist of: “The actual 
costs of the construction of the unit 
which are not in excess of the legal 
maximum prices of the materials 
and services entering into such con- 
struction; the fair market value of 
the land sold with the housing ac- 
commodation, but in no event less 
than the actual cost of land pur- 
chased prior to the effective date of 
this act; and a margin of profit re- 
flecting the generally prevailing 
margin of profit upon comparable 
units during the calendar year 
1941.” A provision is added to this 
section which stipulates that no 
subsequent sale of similar newly 
constructed housing shall be at a 
higher price than that established 
for the first sale. 

In dealing with the plan to allo- 
cate scarce building materials, the 
Patman Bill says: “Whenever in 
the judgment of the director there 
is a shortage of building materials 
for the construction of needed hous- 
ing accommodations, he may by 
regulation or order allocate such 
materials in such manner and upon 
such conditions as he deems neces- 
sary and appropriate . . . with par- 
ticular regard for the need for the 
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construction of low-cost housing ac- 
commodations and the need for 
housing accommodations for rent- 
al.” This same section authorizes 
the proposed director to give pref- 
erence in allocation to veterans of 
World War II and their immediate 
families. 


May Subsidize Housing 


This drastic public housing bill 
which has been introduced in the 
House of Representatives also au- 
thorizes the director of the pro- 
posed Office of Housing Stabiliza- 
tion to subsidize the construction of 
low-cost housing. The measure 
states: “Whenever in the judgment 
of the director there is no practic- 
able method for securing the con- 
struction of adequate housing ac- 
commodations in an area where the 
shortage of housing accommoda- 
tions is acute, he is authorized to 
subsidize the construction of new 
low-cost housing accommodations. 
Any such subsidy assistance shall 
be granted in terms involving... 
the minimum expenditure of funds 
to secure the needed construction. 
. . Appropriations are hereby au- 
thorized to be made for subsidy 
payments under this section.” 

Opposition Lining Up 

Introduction of the bill immedi- 
ately set off a storm of stiff opposi- 
tion from many groups and argu- 
ments against its adoption are 
being prepared for presentation be- 
fore the House Banking Committee. 
One congressman, Representative 
Hebert of Louisiana has already 
branded the measure as “the first 
sign post on the road to permanent 
regimentation of American lives. 

Obviously this is the measure 
which Price Administrator Bowles 
pushed so hard several months ago 
and then dropped in the face of vig- 
orous opposition from all segments 
of private industry. It has been 
resurrected and finally introduced 
while the Senate is considering the 
controversial Wagner-Ellender-Taft 
public housing measure, which like- 
wise is being opposed by all the ma- 
jor groups interested in the private 
building industry. 
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New OPA Ceiling Price Method 
Set for Chicago Area 


HE NEW DOLLAR - AND - 

CENT ceiling prices on hard 
materials and lumber will go 
into effect about December 10 in 
the Chicago-Cook country area, ac- 
cording to an announcement from 
the OPA regional office in Chicago 
December 1. This is the first of the 
new pricing setups on building ma- 
terials which OPA plans to put into 
effect in all trading areas of the 
nation with populations of 10,000 
or more. 

Two separate schedules have been 
planned. One will cover a specified 
group of hard materials while the 
other schedule will deal only with 
lumber. A list of the hard mate- 
rials to be included in the Chicago 
area dollar-and-cent pricing setup 
appears elsewhere on this page. 

According to statements by OPA 
men preparing the schedules, ceil- 
ing prices to be established on the 
hard materials will be uniform for 
all outlets in the trading area sell- 
ing these materials, whether they 
be lumber yards, hardware stores, 
filling stations or department stores. 
Plans were to make the prices as 
near. as possible to the average 
prices that have been in effect cur- 
rently in the area. When a manu- 
facturers’ price is increased, the 
provisions of the order granting 
the increase to the manufacturer 
will determine whether the retailer 
can pass the increase on to the con- 
sumer or whether it must be ab- 
sorbed by him. No number has as 
yet been assigned to this order. 

The flat dollars and cents sched- 
ule on lumber will include primarily 
the construction items with the bal- 
ance of the lumber ceiling prices 
to remain under MPR 215 as for- 
merly. According to OPA repre- 
sentatives they are planning to es- 
tablish these dollar-and-cent ceil- 
ings on lumber so there will be no 
more than one percent variation 
from what has been common prac- 
tice under MPR 215. The dollar- 
and-cent schedule on construction 
lumber will not be applicable to 
wholesale-type sales, these to be 
still figured under MPR 215. 

All the dollar-and-cent ceiling 
prices on building materials and 
lumber must be posted on the sales 
premises where they may be easily 
examined by consumers or other in- 
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Plan dollar-and-cent method of pricing major building 
materials for all areas of nation over 10,000 popu- 


lation. 


Primary construction lumber items go under 


new system; balance of lumber remains under MPR 215. 


terested persons. When the new 
price schedules go into effect in an 
area, dealers will receive a copy of 
the new order along with two copies 
of the dollar-and-cent ceiling prices. 
One of these copies is to be posted 
and the other is for use in figuring 
prices for the trade. OPA an- 
nounces that where additional cop- 
ies of these dollar-and-cent sched- 
ules are desired, they will be avail- 
able to dealers. As in the case with 
all ceiling prices, dealers may at 
any time sell below the ceiling 
prices if they so desire. 

The prices on lumber and hard 
materials to be covered by these 
area orders will be changed from 
time to time, says OPA, as changes 
in the price structure dictate. 
Where manufacturer increases can 
be passed on through retailers, new 
prices will be issued. 

Number of items covered by the 
area ceilings may vary somewhat 
depending on the market. The 
number and type of hard materials 
included in the Chicago area ceil- 
ing may be increased or decreased 
in certain areas. 

According to the Chicago Region 
VI office of OPA, 19 dollar-and-cent 


orders on building materials and 
lumber are ready for application 
and others are being prepared as 


rapidly as the OPA manpower situ-> 


ation permits. 

Regions on the schedule are re- 
gion II, comprising New York, New 
Jersey, Pennsylvania, Delaware, 
Maryland and the District of Co- 
lumbia; region III, comprising 
Ohio, Indiana, Kentucky, Michigan 
and West Virginia; region IV, com- 
prising Georgia, Alabama, Florida, 
Mississippi, North Carolina, Ten- 
nessee and Virginia; and region VI, 
comprising Illinois, Iowa, Minne- 
sota, Nebraska, North Dakota, 
South Dakota and Wisconsin. 

In general the pattern of selec- 
tion of local areas to go under 
these dollar and cent ceilings has 
been for two cities in each OPA 
district in the above four OPA re- 
gions to be selected. The two are 
generally the district headquarters 
and the second most important city 
in the district. 

Establishing dollar and cent ceil- 
ing prices in these heavily popu- 
lated areas follows OPA’s policy of 
planning to place flat prices on 
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Plaster 

Keene’s Cement 
Finishing Lime 

Gypsum Lath 

Metal Lath 

Portland Cement 
Masonry Mortar 
Mason’s Hydrated Lime 
Waterproof Cement 
Gypsum Block Partitions 
Common Brick 

Face Brick 

Concrete Blocks 

Hollow Building Tile 
Fire Brick 





Items Covered by New Dollar-and-Cent Ceil- 
ing on Building Materials in Chicago Area 


There will be two separate orders, one covering a group of what is 
commonly known as hard materials and the other lumber. 

The order establishing dollar-an-cent ceilings for lumber will embrace 
primarily construction lumber, with the remaining lumber items to be 
priced under MPR 215 as has been done in the past. 

Hard materials included in the Chicago area ceiling include: 


Fire Clay 

Clay Drain Tile 

Vitrified Clay Sewer Pipe 

Flue Lining 

Gypsum Wallboard 

Gypsum Sheathing 

Asphalt Roofing 

Asphalt or Tarred Felt 

Asphalt Shingles 

Fibre Insulation Board 

Asbestos Cement Siding 

Asbestos Cement Roofing Shingles 

Synthetic Fibreboard 

Insulation—Blanket, Batt, and 
Loose Fill 
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FOR LUMBER DEALERS PLANNING 
TO HANDLE NEW LINES 


OR YEARS SCIENCE has gov- 
F erned the production of many 

manufactured items that are 
familiar to all. It has only been 
in recent years however that science 
has entered the field of selling. 

Now manufacturers depend on 
“market research” to guide the 
extent and the form their produc- 
tion may take. It is another of the 
trends that has been stimulated by 
the war. 

But market research, by what- 
ever name it may be called, is a 
worthwhile undertaking for the re- 
tailer as well. There will be new 
products entering the market in 
coming years—many which will of- 
fer new sales opportunities to re- 
tail lumber dealers. It will be a 
matter of select and discard when 
the dealer builds his postwar mer- 
chandise list. To avoid the accept- 
ance of sales duds, or the rejection 
of real sales opportunities the up- 
and-coming dealer will rely upon 
facts and experience rather than 
intuition. 

What Are the Considerations? 

Each item to be considered de- 
serves special attention. Primary 
in his investigations the dealer 
must determine the relative neces- 
sity or desirability of the item in 
question. If possible he should 
make personal tests or use of the 
material, deciding the extent of 
the improvement over methods or 
articles previously used to accom- 
plish the same results. 

Then the existing state of mind 
or impression of potential custom- 
ers regarding the product should be 
determined to a certain degree. 
Lunch table surveys, or conversa- 
tion with friends afford an oppor- 
tunity to do a little consumer re- 
search. The results of this effort 
is not tremendously important, be- 
cause if a goods or service has real 
merit, proper promotion can do the 
job of shaping public opinion about 
the desirability and worth of the 
product or service. 

If the contemplated addition is a 
piece of merchandise, the extent of 
consumer advertising support given 
to it by the manufacturer has im- 
port. It means a lot in creating 
desire in the grass roots where the 





This main display room, with office and counter in the rear, is suggestive of many building 
ideas. 


retailer’s profits lie. If the national 
advertising program helps to build 
consumer acceptance for a product 
it is far easier to sell. 

Study Competition 

The extent and kind of local com- 
petition in the same or similar 
products is a matter for careful 
study by the dealer; and the kind 
of competition is far more impor- 
tant than the extent of it. A wide- 
awake lumber dealer with a good 
paint line can top the sales of this 
product in several sleepy paint 
stores with ease. However there is 
a lot of heartbreak in trying to 
buck live-wire, astute competition 
in a limited potential market. In 
such a case it is sometimes wiser 
for the lumber dealer to admit that 
someone else seized an opportunity 
when it was still available, and 
start the search for cther oppor- 
tunities. However nothing should 
be dismissed in this fashion until 
it is definitely determined that the 
competitor is doing the best pos- 
sible selling job, or offering the best 
possible service in this line. Any 
new, worthwhile wrinkle in sales 
effort or service will steal sales from 
competitors. 

A contemplated addition to the 
merchandise line must be consid- 
ered from an accounting standpoint 
as well. Balance a conservative 
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estimate of the prospective sales 
volume and the gross mark-up mar- 
gin against an ample estimate of 
the fixed cost elevation that the 
addition of this item would entail, 
plus any special costs that might 
accompany a unit sale of the item. 
Fixed cost additions might include 
the services of an extra salesper- 
son, and the use of storage space 
and display space for samples and 
inventory. The profit-minded dealer 
assigns an arbitrary “rental rate” 
to every foot of his storage and 
sales display facilities, and doesn’t 
consider that he is making any 
money on a specific item unless the 
sale of that item covers the arbi- 
trary “rental” cost. That way each 
line of merchandise must pay its 
own way or be considered a sales 
detriment—and a subject for inten- 
sive study. If a line of merchan- 
dise is such that it needs special 
installation and repair attention, 
the dealer must be sure that he is 
in a position to answer installation 
and service calls, and take care of 
their expense before he adds that 
line. If he wants to add heating 
equipment, for instance, he must 
either count upon the added fixed 
expense of a serviceman’s. salary, 
or upon a definite contract with an 
installation contractor, before he 
enters that business. Certain items 
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entail special delivery expense, and 
that must be considered. 
Suggested Items 

Recently the results of AMERICAN 
LUMBERMAN survey of the percen- 
tage of dealers stocking and selling 
various lines of merchandise cre- 
ated much interest and favorable 
comment among the entire indus- 
try. It showed that 99 percent of 
the lumber dealers queried carried 
building paper; 98 percent handled 
nails; 95 percent, asphalt shingles; 
99 percent, window sash, etc. etc. 
etc. But of equal interest were 
the items which are carried by only 
a small percent of the dealers. 
Many of them are very logical com- 
ponent parts of a lumber dealer’s 
line of merchandise. All of them 
have proven to be profitable to some 
lumber dealers. Some of them 
could probably be added with profit 
to the lines of a great many dealers, 
and would advance them toward 
their ultimate goal of becoming 
“one-stop” home building, home re- 
pair headquarters of their commu- 
nities. 

Here are some of the items that 
ranked lower on percentage scale 
of the number of dealers who stock 
them. 

Barn Equipment .. . 49 Percent 

This includes stanchions, litter 
carriers, barn ventilators, auto- 
matic drinking cups and other fixed 
items in a barn. The 49 percent fig- 
ure must be modified in the reader’s 
mind by considering that only 71 
percent of the nation’s lumber deal- 
ers serve a rural market to some 
extent at least. This leaves just 22 
percent of those answering as sub- 
jects who might consider the addi- 
tion of barn equipment to their line 
of merchandise. 

Possible competition: hardware 
stores, manufacturers’ representa- 
tives. This latter type of sales 
competition is diminishing as the 
one or two barn equipment manu- 
facturers who formerly had direct 
salesmen calling on farmers are 
gradually withdrawing them from 
the road and relying on local re- 
tail dealers for their consumer 
sales. 

Space requirements: for best re- 
sults a sample piece installed in the 
sales room—next best, photographs 
of the units prominently displayed. 
Inventory requirements are not 
large, but vary in proportion to 
sales volume which depends di- 
rectly on sales effort expended on 
this type of merchandise. Some of 
these items are seldom installed un- 
less a new barn is built, but new 
installations of most of them, in 
old structures could be sold with 
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a certain degree of effort. 
Carpenters’ Tools ..... 36 Percent 

An especially good line to provide 
service to carpenter-ccntractor cus- 
tomers. The line also encourages 
homeowners to repair and maintain 
their property with resulting sales 
of lumber and builaing materials. 

Possible competition: Hardware 
stores and departments. 

Space requirements: A_ single 
wall cabinet and/or shelf display, 
plus storage cabinets near at hand 
is all that is required. Tools make 
good window display material— 
amateur nail benders always like 
to feast their eyes on tools and will 
crowd around a window filled with 
them. 

Added overhead: Largely a cash 
and carry item. Prominent self- 
service display is a most effective 
sales method, plus advertising mak- 
ing known the availability of tools 
at a given establishment. 

Electrical Supplies .... . 21 Percent 

Possible competition: Specialized 
electrical stores, hardware stores, 
mail order retail outlets. Space re- 
quirements: If just a line of sup- 
plies are merchandised, counter 
space plus cabinet space for re- 
serve stock are all that is needed. 
It can be sold on a self-service basis 
largely, having a generous amount 
of stock, clearly priced, out on dis- 
play. The electrical lighting fixture 
business is more complicated, but is 
probably less competitive for that 
reason. The variety of units is so 
varied, that considerable inventory 
investment with relatively slow 
turnover is necessary if a large se- 
lection of immediate delivery items 
is contemplated as part of the serv- 
ice. This type of business lends 
itself to catalog selling however, as 
immediate installation at time of 
purchase is seldom imperative. For 
display purposes it is usually nec- 
essary to set aside a special space, 
but most of the inventory will be on 
display so little further storage 
space is necessary. 

Added overhead: Electrical sup- 
plies may be handled on the basis 
of selling to homeowners who do 
their own work, or to electrical 
contractors. Fixture sales work in 
well with a package home policy 
and with all one-stop service sell- 
ing, but for best results the dealer 
selling such items should be able to 
supply the services of a qualified 
electrician on request. 


Fireplaces .... . _ 62 Percent 
The improved efficiency of a fire- 


place built around a scientifically 
designed unit is a selling point that 
has brought many extra dollars to 
dealers’ cash drawers. The lumber 
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dealer is the logical retail outlet for 
this type of merchandise, inasmuch 
as he is most often the source of 
the brick and other mason’s supplies 
that are part of fireplace construc- 
tion. The principal competition 
would come from hard material 
dealers, and from masons who build 
fireplaces of brick alone, using no 
manufactured shell. A single sam- 
ple is sufficient for display purposes 
supplemented with photos of a va- 
riety of attractive fireplaces that 
‘an be built around the unit to be 
sold. Inventory of the item can be 
kept relatively close to turnover 
needs. 
Floor Coverings . . . 26 Percent 

This item, while something of a 
specialty, is not at all foreign to 
a retail lumber dealer store. Pos- 
sible competition: Department or 
furniture stores. 

Space requirements: Big volume 
is built on a reputation for having 
a wide selection of patterns and 
colors and grades. However it is 
not necessary to carry large inven- 
tories of each of the various pat- 
terns. The accompanying service 
of an installation man who can es- 
timate quality requirements, and 
install the mastic jobs is almost 
mandatory for the dealer who wants 
to make a success of linoleum or 
-arpeting selling. 

Glass Block . . . 49 Percent 

Public acceptance is growing for 
glass block. More and more house 
designs are using this material to 
provide structural wall strength at 
the same time allowing light to 
pass. Yet while 84 percent of the 
retail lumber dealers indicate that 
they handle glass, only 49 percent 
do a glass block business. 

Space requirements: Manufac- 
turers offer a choice of four or five 
styles of glass block in normal 
times. An inventory of the most 
popular items plus samples of the 
others should be sufficient for the 
smaller dealer. 

Heating Equipment . . 22 Percent 

Possible competition: Furnace 
sales outlets often connected with 
sheet metal shops. Some hardware 
stores. Some independent heating 
contractor or furnace repair men 
who have no salesroom. 

Space requirements: -Consider- 
able—if display is to be attempted 
a single unit requires several square 
feet of floor room. Shop room, for 
simple metal working and the use 
of installation mechanics is neces- 
sary unless the installation work 
is to be turned over to a contractor 
connection. Some type of installa- 
tion and repair service must be 
available through the dealer who 
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Floor covering stocks when arranged for quick and easy selection are 
particularly helpful when assisting women shoppers. 


handles this type of merchandise, 
whether it be his own crew of work- 
men or an outside connection. In- 
ventory requirements are_ small 
with reliance on warehouse or fac- 
tory shipments being the mainstay 
of supply. 

A dealer can handle a floor fur- 
nace business on a_ considerably 
less elaborate scale inasmuch as 
the installation process is tremen- 
dously simplified. Floor furnaces 
are shipped by their manufacturers 
as units, and require no special 
metal working for installation. 


... 21 Percent 

This may be approached in two 
ways. It is a relatively simple mat- 
ter to merchandise a stock of small 
plumbing fittings and plumbers 
supplies, used by professionals and 
homeowners who can do simple re- 
pair work themselves. This is 
mostly an over-the-counter busi- 
ness, in the same general status as 
small hardware items, and meets 
about the same type of competition. 
More elaborate is a business which 
includes sinks and all types of 
plumbing appliances. It fits in 
nicely with a one-stop service of a 
dealer who wants to do complete 
kitchen and bathroom remodeling 
jobs, and complete home-building 
jobs. In the past it has been some- 
what difficult for lumber dealers to 
put in an inventory of this type of 
merchandise, as plumbing manufac- 
turers never were overly anxious to 
distribute through this type of 
dealer. There are plumbing supply 
sources now, though, that specialize 
in using lumber dealers as their re- 
tail outlets. 

The plumbing business is similar 
to the heating equipment and elec- 
trical fixture business in that the 
dealer selling this merchandise 
should also be a source of installa- 


Plumbing Supplies 


tion and repair service. Home 
water systems are part of this pic- 
ture and are handled by 10 percent 
of lumber dealers surveyed. Here 
is an expanding market. As small 
systems are improved and simpli- 
fied it becomes easier for the lum- 
ber dealer to merchandise them as 
packaged units. Where houses are 
already piped, but have inadequate 
water supply equipment, the instal- 
lation of one of these new pressure 
units is a relatively simple matter. 
Treated Lumber . . . . 42 Percent 

The added life and advantages 
of treated lumber will probably give 
it heavy demand for the exposed 
parts in homebuilding when the 
public becomes fully aware of them. 
Preparations on the market are de- 
signed to make it easy for dealers 
to do their own treating using a 
simple dipping vat as their only 
equipment. Pressure treated lum- 
ber is available to dealers (in nor- 
mal times) through commercial 
treating companies. Possible com- 
petition: None. Extra storage space 
requirements: None. A _ vigorous 
promotion job should bring consid- 
erable extra business to those who 
handle lumber treated with pre- 
servative, or fire repellent, or both. 

Specialized Items 

There are other items which have 
been handled with outstanding suc- 
cess by lumber dealers who have a 
specialized clientele. Wire rope has 
proved to be a profitable item in 14 
percent of the yards surveyed. 
These are yards with an industrial 
trade, who will supply small quan- 
tities or large as their industrial 
customers want it. Such items are 
sometimes drawing cards to large 
orders of other lines from such in- 
dustrial accounts. Market survey 
is the means of determining which 
of these specialized lines will fit a 
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You can capitalize on eye-appeal and consumer displays if the 
products you sell are actually used in the construction of your 
display room. An example of this is the large panel of glass 





block at the right. 


particular lumber dealer’s location 
and community. 

Familiarity breeds laxity, and 
that is often the case with items 
which nearly every dealer car- 
ries as a matter of course. As 
indicated previously 84 percent of 
all lumber dealers have a stock of 
glass—yet it may well be questioned 
as to how many of these dealers are 
taking advantage of all the selling 
opportunities that a complete line 
of glass products offers them. To be 
sure they have window glass in 
stock to repair a broken pane, but 
do they also have glass for table 
tops—for decorative home furnish- 
ing treatments? Do they have a 
line of mirrors—a source for sup- 
plying glass specialties such as 
those which resist thermal and 
physical shock? 

Plywood is another good example. 
Of all lumber dealers, 97 percent 
handle plywood according to our 
survey. Yet how many keep a well 
rounded inventory, supplemented by 
catalog items, that gives the cus- 
tomer assurance that he will get 
the best type of panel manufactured 
for his specific need? How many 
can offer a home owner the proper 
type of plywood for a decorative 
wall paneling job, for sheathing and 
sub-flooring, for cabinet work, for 
exterior walls, for farm use, for 
concrete forms, for industrial use? 

Any line of merchandise worth 
handling is worth handling well. 
Each line in the dealer’s store 
should undergo a period of concen- 
trated study, during which all sales 
angles are contemplated and selling 
policy regarding that item estab- 
lished. When the gamut of mer- 
chandise is covered, it is time to 
start over again and add new 
thoughts and review the results of 
previous promotional trials. 
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WManupacturer Sales Aide 


Help Turn Prospects into Customers 


Top-notch artists 


and writers design 


sales 


aids that are 


offered lumber and building material dealers by the manufacturers 


of the products they sell. 
help promote sales. 


Very little salesmanship is 
required with a customer who 
comes in wanting a particular item. 
He has his mind made up, his money 
ready. A sale has been made as 
soon as he steps into the lumber 
dealer’s sales premises. 

But what about those who are 
“just looking?” In the back of their 
minds they may have an indefinite 
idea of putting an addition to the 
home or farm buildings, buying 
storm windows, adding a coat of 
paint to the outside, redecorating 
a room, or even buying a tube of 
glue to mend something. 

The minute that idea begins to 
form in their minds, the minute 
they begin to “just look,” it is up 
to the lumber dealer to convince 
them they should buy and buy from 
him. Even though demand is great 
and we are still in a seller’s market, 
it is important to get people accus- 
tomed to shopping at a lumber deal- 
er’s store, to show them he has 
the items they need. The majority 
of the people, the real buying pros- 
pects, are in the “just looking” 
group. 


yo LOOKING, THANKS.” 


Start of Sales Campaign 


From the beginning of the sales 
effort, through to the final sale, the 
manufacturer is behind the lumber 
dealer, helping him every step of 
the way. The manufacturer has 
made a careful study of the needs 
and habits of the buying public. 
This knowledge has been translated 
into various types of sales aids for 
the use of the lumber dealer in 
merchandising his products. From 
then on it is up to the dealer to 
take full advantage of the selling 
tools which are put into his hands 
by the manufacturers. 

The first place to catch the eye 
of a prospective buyer is in the 
newspaper where the “just looking” 
process begins, and here is where 
the manufacturer begins helping 
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Placed to best advantage they will 
Remember—they are made to be used. 
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Wall displays, carefully placed to best advantage, highlight the product and point up 
the most outstanding features. 


the dealer in his selling campaign. 
From the manufacturer the dealer 
can obtain a variety of standard 
size advertising mats including 
space for the dealer’s name for in- 
sertion in the local paper. The finest 
art and covywriting talent have 
gone into the make-up of these ads, 
and yet the dealer pays only the 
price of the insertion. 

Some manufacturers help the 
dealer start his campaign by sup- 
plying scripts for “spot” or “sta- 
tion break” radio announcements, 
catching the attention of the pub- 
lic with short, snappy copy. 

The natural follow-up, the sec- 
ond step in the campaign, is direct 
mail advertising sent to prospective 
buyers within a few days after the 
ad appears in the paper, before the 
reader has a chance to forget the 
product. All manufacturers have 
pamphlets and brochures with brief, 
well illustrated descriptions of the 
product, with more details than can 
be put in a newspaper ad. None 
of these pieces when sent to a care- 
fully checked mailing list, can be 
checked off as wasted. They are 
bound to have some appeal to all 
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the recipients and sufficient appeal 
to some to cause them to make fur- 
ther inquiry. 

According to the Direct Mail Re- 
search Institute, when newspaper 
advertising and direct mail adver- 
tising are used to augment one an- 
other, the pull is many times 
greater than when either is used 
alone. 

Point-of-Sale 


The next step in selling the cus- 
tomer who is “just looking” is when 
he is going past the dealer’s place 
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Counter displays are a double-value asset 

in selling. They not only attract the custom- 

er’s attention, but can be used to demon- 
strate the product. 


Large booklets and brochures that can be mailed to prospects or presented to customers 
in the store contain detailed and well illustrated information about the products you sell. 
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of business. Perhaps he is just 
walking by, perhaps he has an idea 
there is something in the yard he 
could use. Here again the manu- 
facturers have come to the aid of 
the dealer. They furnish not only 
ideas for the placing of the items, 
but background displays, floor dis- 
plays and window banners. They 
are colorful, eye-catching and de- 
signed to make the passer-by stop 
and consider what is shown. It is 
up to the dealer to use these dis- 
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plays to best advantage to pull the 
customer into the store. 

Once inside, the customer’s at- 
tention can be caught by “point-of- 
sale” displays he will see as he 
walks across the floor and counter 
displays he will notice when he is 
talking to the dealer. These life- 
size or scale displays show the prod- 
uct in use and draw the customer’s 
attention by illustrating its prac- 
tical application. Such “point-of- 
sale” displays are furnished by the 


manufacturers so the dealer may 
point out the various uses and ad- 
vantages as he talks about the prod- 
uct to the prospective buyer. 


Special Sales Aids 
There are also many special types 
of sales aids that cannot be classi- 
fied in the six groups mentioned 
above. One sales company has 
published two exceptionally fine 
books for the lumber dealer to use 
in helping his customers solve their 
(Continued on Page 57) 





Here several booklets are attractively displayed in the store, offering the customer an oppor- 


tunity to stop and glance leisurely through them. 











The windows shown here are only a few of the numerous suggestions offered by manu- 
facturers for displaying products in a way that will catch the prospect's eye as he walks 


past the store. 


AMERICAN LUMBERMAN, December 8, 1945 








Pe 
B 
from C 
nation’: 
almost 
Pear] ] 
one of 
even § 
heights 
sion in 
a large 
of thou 
motor | 
cabins. 
mendot 
tion’s 1 
This 
Americ 
is expe 
urge ti 
as pass 
are re 
the fir 
sands 
even W 
ter sn 
will pr 
two 01 
drivers 
“take | 
hit the 
Accc 
the Ul 
Comme 
countr: 
and gi 
a total 
States 
$700,0 
portio1 
Way in 
tauran 
grand 
expens 
rail, ai 
pected 
merce 
of fou 
10 
Cons 
that a 
tion’s 
Ameri 


Decem 














New Motor Courts 


NEEDED FOR TOURISTS 


Nation's motorists are already looking over their 
maps and a huge upswing on highway travel will be on 
next Spring and Summer. At least 10,000 new tourist 
camps must be built to handle ,this tremendous surge. 


RAVELING BY AUTOMO- 

BILE from coast to coast and 
from Canada to Mexico—one of the 
nation’s first “industrys” to wither 
almost to the vanishing point after 
Pearl Harbor—now is ready to be 
one of the first to rush toward and 
even Surpass pre-war volume 
heights. But this speedy reconver- 
sion in motor travel will depend to 
a large degree in the availability 
of thousands of new tourist camps, 
motor courts, “motels” and tourist 
cabins. Here, obviously, is a tre- 
mendous new market for the na- 
tion’s retail lumber dealers. 

This long pent-up desire of the 
American motoring public to travel 
is expected to reach an even greater 
urge to hit the open road as soon 
as passenger car tire rationing lids 
are removed, perhaps soon after 
the first of the new year. Thou- 
sands of these motorists may not 
even wish to wait for the late win- 
ter snows to melt; most of them 
will probably have a set of at least 
two or three new tires so these 
drivers will be more than ready to 
“take a chance on the old bus and 
hit the trail.’ 

According to figures released by 
the United States Department of 
Commerce, it is predicted that the 
country’s huge armada of wheezing 
and groaning old cars will roll up 
a total mileage expense in United 
States travel amounting to close to 
$700,000,000 in 1946. The major 
portion of this sum will find its 
way into hotels, tourist courts, res- 
taurants and service stations. The 
grand total of all forms of travel 
expense — including motoring, by 
rail, air, steamship and bus—is ex- 
pected by the Department of Com- 
merce to reach the staggering sum 
of four billion dollars. 

10,000 New Camps Are Needed 

Conservative estimates indicate 
that about 30,000,000 of the na- 
tion’s families are planning to See 
America next year and the great 





majority of these will see it 
through their cars’ windshields. 
Unless the nation’s housing short- 
age is corrected practically simul- 
taneously with the flood of tourist 
travel next Spring and Summer, 
few of these motorists and their 
families will be able to travel much 
beyond their own state’s borders. 
According to the Tourist Court 
Journal, one of several covering the 
nation’s tourist court and camp 
trade fields, present plans of the 
country’s motor court operators in- 
clude the construction of 10,000 
new camps as fast as the Spring 
moves northward. By 1951 they 
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are confidently expecting to hit the 
one million mark in individual and 
chain tourist camps dotting the na- 
tion. 

These units, based on the devel- 
opment of the original “cabin 
camp” industry which, back in the 
pioneering days of the late ’20s 
and early ’30s, began with the $75 
“two by twice” with its hammock- 
like bed, have gained a lot of mo- 
mentum from 1934 until the out- 
break of the war. Motor court 
units of the future will be con- 
structed in building cost ranges va- 
rying from a $500. wayside cabin 
to the $1,000., $2,000. and even 
$5,000. deluxe bungalow complete 
with appointments that will rival 
even the most super-deluxe resort 
hotels. 

Motels Are Coming Northward 

Present indications show conclu- 
sively that retail lumber dealers 
north of the Mason-Dixon line are, 
for the first time, becoming ex- 
tremely interested in this tourist 
camp construction trend. Prior to 
1935, these northern lumber dealers 
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MoTel, near San Luis Obispo. Calif. on the coast route highway no. 101, about half way be- 
tween San Francisco and Los Angeles. It is considered typical of some of the more elaborate 
courts of the west coast. 





claimed that tourist courts were not 
profitable since their seasons were 
so short. Now however, with the 
advent of better building materials, 
scientific insulation, economical and 
comfortable heating units combined 
with modern furnishings in spa- 
cious living rooms, all year ’round 
tourist camp occupancy is a post- 
war potential income-producing 
field which seems almost certain to 
assure profitable returns on the in- 
vestment. 

A good indication of the enor- 
mous need for a widespread tourist 
court building program in the im- 
mediate future can be seen, for ex- 
ample, by taking a motor trip to 
central Michigan—a good average 
cross-section midwest region of 
rural areas, small towns and large 
cities. This general] area, no differ- 
ent from thousands of others today, 
frankly has few if any accommoda- 
tions of any kind for tourists. 
Every tourist court in one large 
city in this area (during November, 
at any rate) had “No Vaeancy” 
signs posted at their gates. 

Michigan Tourist Camps 

Typical of the round-about way 
many of today’s tourist camp op- 
erators first became interested and 
active in the business is I. A. Miller 
who runs a motor court on State 
Highway M-60, just eight miles 
from Jackson, Mich. Back in 1938 
he decided to set up a roadside au- 
tomobile service station. On his 
downtown used car lot was a little 
shack that served as an “office” for 
his business. He decided to move 
it out to his new highway location. 

The shack wasn’t put to any im- 
mediate use, but it was quite a 
surprise to Miller, nevertheless. 
Motorists driving by began to stop 
more and more frequently, asking 
if they could rent it overnight. At 
first he laughed it off, but after 30 
or 40 requests had been made, all 
of them seriously, he decided to do 
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Hardboard was used as sheathing in this group of completed tourist cabins in Springfield, Ill. 


Material for the cabins was sold by the Baker Lumber C 





- 





pany of the same city. 





Interior view of one of the same Springfield group of cabins. Careless occupants won't dent 
its walls because they are built of hardboard which will not crack or splinter. The surface 
is kept clean simply by repainting, thus effacing finger marks. 


some modest landscaping, gave the 
shack a coat of white paint, en- 
larged it a bit, put curtains up, 
furnished it with good beds, chairs 








One of the earlier overnight camps built and operated by one of the major oil companies in 
New York State, this one near Buffalo in 1927. Included in this court are 48 cabins, each named 
after a state. Cabins such as these back in the “pioneering” days of the 20s had no running 


water and no light housekeeping facilities. These were usually installed later. 
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and shelves. It wasn’t long before 
he was in the tourist court busi- 
ness. 


Later he added 10 new units, in- 
cluding both doubles and singles. 
Three are furnished for all-year 
use, the others for the summer sea- 
son only. Also included in the lot 
is a garage, out-of-doors dining ta- 
bles, an open fireplace and plenty 
of comfortable benches and rustic 
chairs. 


All of Miller’s cabins are painted 
white and many of them are insu- 
lated with white asbestos shingles 
with green fire-resisting roofing 
material. All units are insulated 
inside for added warmth. Water 
under pressure is provided for all 
cabins from a deep well by means 
of an electrically operated pump. 


His double cabins cost Miller 
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These typical low-cost tourist court cabins are in Peru, Ind. Thousands more like these will 
spring up from coast to coast as soon as lumber and other building materials become available. 





Hardly typical but well ventilated nevertheless is this motor court unit perched in one of 
Canada’s symbolic maples between Hamilton, Ont., and Niagara Falls. 


slightly over $500. each, including 
plumbing, furnishings and wiring 
in normal pre-war times, but they 
have a gross earning capacity of 
$5. per night. Even during the 
years of wartime travel restrictions 
caused by gasoline and tire ration- 
ing, his cabins brought in the most 
income per dollar of investment in 
his wayside business. 


Another Michigan Camp 


Another typical Michigan tourist 
camp is that run by Edward Maier- 
hofer in the prosperous village of 
Schoolcraft, about halfway between 
Three Rivers and Kalamazoo, on 
U. S. Highway 131. Here again 
the motor court functions profitably 
in double-harness with a filling sta- 
tion. 

Maierhofer has five cabins in- 
cluding three singles and two 
doubles. The latter are 14 x 14, 
warmly insulated on all walls and 
ceilings and neatly painted. All are 
heated with oil-burning heaters and 
include plenty of room for beds, 
chairs and tables. When gasoline 
rationing was terminated last Fall 
there was a tremendous tourist 


rush for these cabins and thou- 
sands of others like them. In fact, 
business was so good that the man- 
agement is planning to put up more 
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cabins when materials are avail- 

able. There will also be a commu- 

nity building for showers and wash 

rooms with men and women each 

having their own private sections. 
An Indiana Motor Court 

Over in Peru, Ind., Mr. and Mrs. 
A. E. Smith have a seven-unit tour- 
ist camp that is complete in almost 
every respect. This camp was orig- 
inally built in 1935 and was pur- 
chased by the present operators 
six years later. The camp is com- 
posed of three double and four 
single cabins. 

Two are finished inside with 
knotty pine walls and three have 
finished walls. Five of the cabins 
are all-year units with a fuel-oil 
burner in each while the other two 
are summer units. Each double 
unit has a shower and lavatory ad- 
joining, similar to hotel arrange- 
ments, and all others have hot and 
cold running water. Each unit has 
a good bed with an inner spring 
mattress. Each cabin is kept well 
painted at all times. Some of them 
had new asphalt shingled fire- 
resistant roofs put on last month. 
All cabins are of the overnight 
type; none is equipped for cooking. 

The Smiths report that they have 
turned away as many as 20 appli- 
cants a day since the end of gaso- 
line rationing. This has had no 
small influence on their decision to 
add more units to their motor camp 
as soon as materials and labor 
again become available. 

Camps in the Lincoln Country 

The Baker Lumber Company of 
Springfield, Ill., sold the materials 
used in the contruction and insu- 

(Continued on Page 58) 
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Many of the exceedingly popular tourist courts in and around Mexico City feature spacious 
lawns such as this. Shown here are the Shirley Courts, generally considered among the best 
in the republic south of the border. 
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ardwood Flooring 


Characteristics of hardwood have remained unchanged 
over the centuries, but methods of manufacture and appli- 
cation have undergone consistent refinements to bring 
the product to where it is satisfactory for modern use. 


AN HAS PROGRESSED far 
from the days when straw or 
rough boards provided the flooring 
for his home. Modern hardwood 
floors are a source of beauty and 
comfort, as well as a health protec- 
tion by eliminating cold and dirt. 
Hardwood characteristics have 
remained the same over the cen- 
turies. Not so the methods with 
which wood is treated to make it 
suitable for modern usage. They 
are in constant change. In the 
seventeenth century homes were 


tA 


heated only by means of fireplaces, 
and atmospheric conditions within 
the buildings were practically the 
same as those encountered outdoors. 
In those days air-dried lumber was 
most suitable for interior trim and 
floors. 

With the advent of steam heat 
and modern plumbing, wood in the 
same physical condition as that 
used for unheated buildings became 
unsuited for interior purposes, and 
a further reduction of moisture 
content became necessary. Flooring 





Finished strip flooring lends grace and dignity to formal styles of interior decorating. 
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manufacturers began using kiln- 
dried lumber. In recent years air 
conditioning for homes as well as 
public buildings has become popu- 
lar, increasing the humidity. At 
the same time it was found neces- 
sary to raise the moisture content 
of flooring, now meeting the most 
modern requirements. 

Moisture control is only one of 
the many refinements which have 
taken place in the manufacture of 
hardwood flooring. Preparing the 
ends of flooring so that each piece 
will join the other with only the 
slightest demarkation has _ been 
made possible by the invention of a 
special machine. The sides of the 
flooring have tongue and grooves 
so accurately placed any piece will 
perfectly match its neighbor. 

Today each of the many machin- 
ing processes through which a piece 
of flooring passes is constantly 
checked and measured. Defects are 
removed and flooring checked with 
an accuracy made possible only by 
the use of highly skilled men. 


Hardwoods Used for Flooring 


There are more than 100 native 
hardwood species, but years of 
practical experience combined with 
scientific studies have found that 
oak, maple, beech and birch are 
especially well suited for flooring. 
Certain other species such as wal- 
nut, cherry, gum, ash and pecan are 
occasionally used, particularly for 
decorative effects. 

There is both white and red oak, 
and the properties of hardness or 
strength are about the same in 
both. However in color and grain 
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there is a _ notable distinction. 
White-oak flooring is generally 
light in color with a_ brownish 
tinge, while red oak, though also 
light, has a natural pink cast. Both 
red and white have prominent wood 
rays and when quarter sawed floor- 
ing is produced, these rays are fre- 
quently cut through so as to expose 
a large flake figure on the surface. 


Most of the maple flooring is pro- 
duced from hard maple trees. The 
heartwood is light reddish brown, 
whereas the sapwood is white with 
a slight reddish tinge. It is very 





This is the third in a series of 
articles in American Lumberman 
containing basic background infor- 
mation on building products to 
assist retail yard personnel in 
acquiring a working familiarity 
with the materials they are mer- 
chandising. Articles on plywood 
and asphalt roofing products ap- | 
peared earlier this fall. 











hard, heavy and strong and wears 
exceptionally well under abrasion. 
The minute, evenly scattered pores 
make it a fine-textured or close 
grained wood. 


Birch flooring, produced from two 
species known as yellow and sweet, 
is hard, heavy and strong and has 
good resistance to abrasion. It is 
fine and uniform in texture. The 
heartwood is generally of a light 
reddish brown color and the sap- 
wood very much lighter. 

Beech wood is hard, strong and 
heavy and of uniform texture, and 
wears well under abrasion. Al- 
though beech has a rather promi- 
nent ray, it is not manufactured 
into quarter-sawed flooring because 
the result is not sufficiently attrac- 





Random width plank flooring, reminiscent of 
the colonial days, enhances the beauty and 
simplicity of this Early American style home. 


tive. Beech flooring is available in 
a_special grade selected for color. 


Types of Hardwood Flooring 


The style of architecture is an 
important factor in determining 
the type or types of flooring which 
would be most suitable for a par- 
ticular building. Changing archi- 
tectural styles, changing construc- 
tion methods and the public desire 
for the new and modern has de- 
manded hardwood floors in new and 
different forms. 

The type of hardwood flooring 
most extensively used is strip floor- 
ing. It is a simple matter to obtain 
interesting patterns in ordinary 
strip flooring by using a random 
mixture of widths, or a variation 
of stock selected for color. Besides 
character of grain, there is the im- 
portant factor of character mark- 
ings found in hardwoods. Strip 
flooring is so called because of the 
narrowness of the pieces. The most 
frequent width is 2%4 inches and 
other sizes range from 1% to 3% 
inches. 

Plank flooring, one of the older 
types of flooring, is the pattern 
which distinguishes our American 
colonial homes. These floors go 
back to the hand-craft era, when 
they were the product of individ- 
ual craftsmen. The modern floors, 
though manufactured on machines, 
retain the appearance, beauty and 
irregularities of the original types, 
and are usually of random width. 


Photos: E. L. Bruce Co. 


Frequently the edges are eased or 
rounded to give the effect of large 
cracks. Plank flooring is _ blind 
nailed, the head of the nail covered 
by the edge of the adjoining piece. 
In addition the planks are fastened 
at the end and intermediate inter- 
vals with screws which are counter- 
sunk and wood plugs glued in the 
holes, simulating the effect of the 
old-fashioned wooden pegs. This 
flooring may be obtained in most 
species in the clear grade. 

In the field of patterned floors, 
also referred to as parquetry or de- 
sign floors, hardwood has come to 
play a dominant part. Modern pat- 
terned floors are now of a simple 
type, usually with a geometric pat- 
tern such as square, rectangle or 
herringbone. Parquetry is manu- 





One of an endless variety of floor designs 
that can be created with block flooring. 





Installing hardwood blocks in mastic. 
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factured in short lengths of indi- 
vidual pieces which are often laid 
in square blocks or irregular pat- 
terns. The individual pieces are 
nailed or set in mastic separately. 
Another form is the prefabricated 
block where the pieces are assem- 
bled in squares or rectangles at the 
factory and fastened on the ends or 
backs. Such blocks can be nailed 
or set in mastic. Patterned flooring 
can be obtained in practically any 
suitable hardwood species. Variable 
effects may be had by alternating 
light and dark blocks. The possi- 
bilities of design variation are al- 
most unlimited. 


Sub-Flooring 


In new buildings, there should 
be an under-floor or sub-floor, laid 
over the joists, set not more than 
16 inches on center. Sub-flooring 
should be 1x4 inches or 1x6 inches, 
No. 1 common or No. 2 common 
grade of ordinary lumber, prefer- 
ably kiln-dried, laid diagonally and 
driven close but not tight. Boards 
should preferably be square edge 
and never wider than 6 inches. 
Avoid generally the use of boards 
which have been used as concrete 
forms. In residential work it will 
increase the braced strength of a 
building to reverse the direction of 
the diagonal under-flooring, as be- 
tween upstairs and down. In every 
case sub-floors must be absolutely 
level, clean and dry. 

The boards must be face nailed, 





Installing finished strip flooring over the sub-floor and building paper. Note the open windows 








Kemember 


pile is to keep its feet dry. 


storage bins. 


through. 





rooms. 


out moisture. 


Don’t unload flooring in rain, fog or even excessively humid conditions. 

Don’t store flooring in leaking enclosures. 

Don’t pile on storage floors less than 18 inches from ground and without 
good air circulation underneath. The first rule of preserving a good flooring 


Don’t use storage space near the end of the building, even in. protected 


Don’t fail to provide protected ventilation. 

Don’t fail to choose the sunny side of your building for your storage bins 
and see that the weather-proofed windows are clear to let the sun shine 

Don’t unload the flooring at the job unless it can be placed in a suitable 
shelter, preferably the building in which it is to be used. 


Don’t lay flooring immediately after delivery, allow at least 3 days for the 
normally absorbed moisture to evaporate. 


Don’t lay flooring until the building in which it is to be used is dry. 


Don’t stack bundles too close together or in solid piles, and avoid unheated 


Don’t close windows while laying the floor. Open windows aid in driving 

















solidly at every bearing, with two 
1-penny nails. All butt joints must 
rest on bearings. If it does becoime 
necessary to use sub-floor boards 
wider than six inches, extra nail- 
ing must be employed at every 
bearing. Narrow widths are best. 
Plenty of nailing is the modern way 
and is vitally important in both 


to help dry the wood. 


46 


the sub-flooring and hardwood floor- 
ing. 

Sub-flooring laid over concrete 
should be spaced one-half inch 
apart to assist ventilating and dry- 
ing out the concrete Use only 
square edge boards, laying them at 
right angles or diagonally. Always 
sweep the top of the concrete clean, 
never using water. 

The sub-floor should* be examined 
carefully for any damage done dur- 
ing construction, driving down 
nails and making sure the floor is 
level. Next a good quality building 
paper should be laid over the sub- 
floor, extended from wall to wall, 
laid in place as the floor work pro- 
ceeds. It is absolutely necessary to 
use building paper on the first 
story, and it is advisable to use it 
upstairs as well. For rooms over 
heating plant, use double weight 
building paper, 30 pound asbestos 
felt or standard insulating board 
1% inch thick. The insulation can 
be applied if preferred on the base- 
ment ceiling. 

If the hardwood flooring is to be 
nailed directly to wood “sleepers” 
set in or on a concrete slab, the 
sleepers should be spaced not more 
than 12-inch centers. When a sub- 
floor is to be installed over a con- 
crete slab, the sleepers may then 
be spaced 16 inch or 18 inch cen- 
ters, and should be wedged up level. 

If set in concrete or fill and not 
otherwise held in place, sleepers 
must have beveled edges. They 
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should be of pre-treated lumber, 
impregnated with an approved 
wood preservative, and of a grade 
equivalent to No. 1 common, laid 
with the flat side down. 

Floor ventilation is very impor- 
tant. When there is no basement, 
adequate provision must be made 
for the free movement of cross cur- 





Plank flooring, manufactured by the machine 

shown here, still retains the beauty and ir- 

regular widths which distinguished the hand 
made flooring of centuries ago. 


rents of air beneath the building. 
The total area of vent openings 
should be at least 1% percent of 
the first floor area, more if possible. 


Laying Hardwood Floors 

The flooring strips should be 
started square with the room 
against either sidewall. Along the 
edges of the flooring strip next to 
the wall these first strips are face 
nailed. All other flooring strips are 
blind nailed. Each individual strip 
of flooring should not be hammered 
into its final position as soon as it 
is nailed. After laying three or 
four pieces of the flooring, place a 
short piece of straight-edged hard- 
wood against the tongue of the 
outside strip and drive it up snugly 
but not excessively tight, taking 
care not to break the tongue. This 
operation drives the strips into 
final position. 

When possible the flooring strips 
should be laid the longest way of 
the room, running continously 
through doorways into adjoining 
rooms. Short pieces should be used 
in closets and scattered over the 
floor area, never at entrances and 
doorways. 

The use of proper nails and care- 
ful nailing holds the flooring in 
place, makes the floor rigid and pre- 
vents squeaks. Start the nails 
through the strip where the tongue 
leaves the shoulder and drive in- 
wardly at an angle of 45 or 50 de- 
grees to the floor. Countersink all 
nailheads with a steel set or nail, 


never with hammer or hatchet. 
Plenty of nailing is a sure means 
of preventing squeaks, both in the 
sub-floor and the hardwood flooring. 

All pieces of the flooring are 








Suggest to Your Customers 


Do not neglect your floors until 
the finish is worn down to the 
wood. 





Areas in the floor which become 
worn should be patched from 
time to time. 





Surface of a waxed floor may be 
| gone over with a cloth dampened 
in tepid water to remove dust and 
dirt, but dampness should be 
taken up immediately with dry 
cloth. 


Occasional use of a weighted 
floor brush with a piece of wool 
felt, or the use of an electric pol- 
isher, will assist in keeping the 
top finish in good condition. 

Floors should be given a new 
dressing of wax, according to the 
wear they receive. 

















tongue-and-groved on the sides and 
the ends, and fit perfectly when laid 
side to side and end to end. The 
end joining may come anywhere in 





the floor, but should be staggered 
so as to avoid having two or three 
joints clustered together. 


Laying Over Old Floors 

Old floors will serve as sub-floors, 
but are frequently uneven. Boards 
must be replaced that cannot be 
made level, loose nails driven down, 
aud the entire floor swept clean. 
Lay building paper, remove base- 
shoe or moulding strip and then 
proceed with laying the new floor, 
placing the strips at right angles 
to the old floor boards. 


Surfacing 

Floors should be traversed sev- 
eral times, alternating across and 
with the grain, and starting with 
No. 2 sandpaper and graduating to 
No. 1%, No. 0 and No. 00 with each 
traverse. Unless the floor is to have 
a paste filler applied, it should then 
receive a final buffing with fine 
sandpaper or No. 3 steel wool. Then 
sweep perfectly clean and immedi- 
ately apply the stain, filler or first 
coat of finish. 
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Finished flooring is sorted for length and grade preparatory to bundling. 
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Lumber Manufacturers and Retailers 


Plan more cooperation in public relations and marketing programs 


relations, marketing and prod- 

uct research occupied the at- 
tention of the National Lumber 
Manufacturers Association at their 
43rd annual meeting at the Black- 
stone’ Hotel in Chicago, November 
25 through 28. In this first gen- 
eral meeting since the war’s termi- 
nation attention was focused on 
combating governmental moves to 
maintain and increase controls on 
the timber, lumber and construc- 
tion industry. The Wagner - El- 
lender - Taft Housing Bill, OPA, 
labor problems and taxes all came 
up for discussion and a formal in- 
dustry expression of opinion. 

C. Arthur Bruce, executive vice 
president of the E. L. Bruce Co., 
Memphis, Tenn., was elected presi- 
dent to succeed George T. Ger- 
linger of the Willamette Valley 
Lumber Co., Portland, Ore. 

Other officers named are: first 
vice president—C. L. Billings, Pot- 
latch Forests, Inc., Lewiston, Idaho; 
vice president and treasurer—W. 
M. Ritter, W. M. Ritter Lumber Co., 
Columbus, Ohio; regional vice 
presidents—A. J. Stange, Mt. Em- 
ily Lumber Co., LaGrange, Ore.; 
W. B. McNeal, Argent Lumber Co., 
Hardeeville, S. C.; Dean Johnson, 
C. D. Johnson Lumber Corp., Port- 
land, Ore.; executive vice president 
—R. A. Colgan, Jr., formerly of the 
Diamond Match Co., Chico, Calif.; 
acting secretary—-Henry Bahr, 
counsel for NLMA. George W. Du- 
lany, Jr., Eclipse Lumber Co., Clin- 
ton, Iowa, and E. A. Frost, Frost 
Lumber Industries, Shreveport La., 
were elected as new honorary mem- 
bers of the board of directors. 


[F relations, market and public 


Retailers “Front Line’ Salesmen 


Tuesday forenoon’s general ses- 
sion was devoted to discussion of 
retail dealer problems of concern 
to manufacturers along with a pres- 
entation of NLMA activities of in- 
terest to retailers. A delegation 
representing the National Retail 
Lumber Dealers Association headed 
by President Lamar Forrest, Lub- 
bock, Texas, and H. R. Northup, 
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C. Arthur Bruce 
Elected President of NLMA 


secretary-manager of NRLDA, at- 
tended the Tuesday forenoon ses- 
sion. 

President Forrest, in outlining 
the promotional activities of 
NRDLA, pointed out to the manu- 
facturers that “consumer sales are 
the front-line sales and those are 
the sales that retail lumber dealers 
make for lumber manufacturers.” 
Mr. Forrest also explained that the 
retailers appreciate the current 
problems of manufacturers much 
better than many manufacturers 
think. The president of the na- 
tion’s retail group urged more co- 
ordination on the part of all seg- 
ments of the industry to “win the 
peace by working together” for the 
common objective of less govern- 
mental interference in. business and 
the retention of the free enterprise 
system. 

In pointing out some of the spe- 
cific retailer problems of interest 
to lumber manufacturers, Mr. For- 
rest stressed the need for better- 
manufactured lumber, a continua- 
tion of the NLMA work on building 
codes, the need for good representa- 
tive speakers from the manufac- 
turing segment of the industry on 
retail meeting programs, and an 
intensification of the program pro- 
viding consumer literature for deal- 





R. A. Colgan, Jr. 
Executive Vice President of NLMA 


ers. In connection with all litera- 
ture put out by manufacturers for 
retailers, Mr. Forrest appealed for 
standardization of the sizes on 
pamphlets and books so they could 
be fit into standard filing systems. 
He asked the manufacturers to es- 
tablish a set of standard literature 
measurements and then furnish 
dealers with plans for a cabinet 
which would store such material 
where it would be readily accessible. 


NRLDA Promotion 


Reviewing some of the activities 
of the National Retail Lumber Deal- 
ers Association of interest to manu- 
facturers, Mr. Forrest called their 
attention to the program of Home 
Planners Institutes, now sponsored 
by NRLDA;; the revival of “Home” 
magazine as a means of getting the 
industry’s story across to consum- 
ers; preparation of a “Management 
Guide for Retail Lumber Dealers” ; 
advertising and promotional helps 
for retailers in the form of adver- 
tising mats and prepared newspa- 
per ads; a program to help retail- 
ers train personnel and a series of 
movie shorts promoting the retail 
industry. As a result of action 
taken at the recent annual NRLDA 
meeting in Colorado Springs in the 
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Discuss Mutual Problems ...... 


at 43rd annual session of National Lumber Manufacturers Association. 


adoption of a dealer “Pledge of 
Service,” Mr. Forrest pointed out 
that an intensified campaign will 
be launched to sell the public on 
the idea of coming to the retail lum- 
ber dealer first for building mate- 
rials and construction service. 

To combat what Mr. Forrest de- 
scribed as “creeping collectivism in 
Washington” he informed the manu- 
facturers that NRLDA is setting 
up a National Affairs Committee 
with an extensive and influential 
membership to speak for the indus- 
try on governmental matters. “In- 
dustry,” said Mr. Forrest, “must 
stop the government from giving 
something for nothing. Years ago 
it was patriotic to say that we must 
support the government but now 
there are too many citizens who 
feel that the government must sup- 
port them. This sort of philosophy 
must be eliminated if we are to 
retain free enterprise.” 

H. R. Northup, secretary-man- 
ager of NRLDA, followed Mr. For- 
rest at the Tuesday forenoon ses- 
sion, and elaborated on some of the 
prime projects of that Association, 
mentioning in particular work on 
legislation, OPA relations, public 
relations, a program to assist retail- 
ers with yard and store moderniza- 
tion, merchandising, and help on 
the selection and training of yard 
personnel. All these activities, Mr. 
Northup pointed out, will not only 
make retailers better merchandis- 
ing outlets, but will materially as- 
sist lumber manufacturers in main- 
taining and improving the markets 
for their products. 


Work on Building Codes 


Richard G. Kimbell, director of 
the technical and standards divi- 
sion of NLMA, reported that five 
engineers of the National are now 
participating in code studies in 194 
cities, in addition to work on stand- 
ards which influence codes. During 
the year 23 major proposed codes 
were examined and comprehensive 
recommendations were submitted. 
Mr. Kimbell called attention to a 
new publication of NLMA “Build- 
ing Codes Affect Your Business,” 
which will be distributed by state 





George T. Gerlinger 
Retiring President of NLMA 


and regional associations to all re- 
tail dealers who are members. Mr. 
Kimbell also called the attention of 
the group to the practical assist- 
ance which has been rendered the 
Home Planners Institute program 
of NRLDA in the form of printed 
lecture material and addresses by 
NLMA staff men at local institute 
meetings. He also revealed that a 
start has been made toward prepar- 
ing a comprehensive course to train 
retail yard employes. 

Harry G. Uhl, president of Tim- 
ber Engineering Co., subsidiary of 
NLMA, reported that 1946 sales of 
Teco Connectors will result in sales 
of over $8,000,000 in lumber, or 
around 214,500,000 feet. In addi- 
tion to the connectors and tools, 
the company will market Teco 
spindles and termite shields. 


AFPI Research 


Reporting on some of the activi- 
ties of the American Forest Prod- 
ucts Industries in research and 
products, Mr. Uhl said the group 
is currently engaged in two primary 
activities: 1. Development of an 
economical method for reducing or 
eliminating dimensional changes 
that result from loss or absorption 
of moisture in wood, and, 2. Devel- 
opment of economical methods to 
reduce mechanical wear and pre- 
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vent end splitting of wood cross 
ties. This work is being carried on 
under the direction of Carl Rishell. 
An important accomplishment of 
the committee is the recent issu- 
ance of the Forest Products Re- 
search Guide, a directory of ‘or- 
ganizations having information on 
various phases of wood research. 

C. Arthur Bruce, new president 
of NLMA, who has been chairman 
of the AFPI committee on indus- 
try research and product develop- 
ment told the group that the prime 
job in research now is to determine 
what their product really is and 
how it can be developed to be mar- 
keted most advantageously. 


Phil Boyd Honored 


Tuesday evening the annual 
NLMA dinner was given in honor 
of J. Philip Boyd, wartime director 
of the Lumber and Lumber Prod- 
ucts Division of WPB, as an indus- 
try testimonial to his accomplish- 
ments in directing the lumber in- 
dustry’s efforts toward winning the 
war. A _ beautiful silver service 
was presented to Mr. and Mrs. 
Boyd commemorating the event. 
Stanley Horn, editor of Southern 
Lumberman, served as toastmaster 
at the dinner, assisted by George 
T. Gerlinger and Lee Robinson. 





J. Philip Boyd 
Honored by lumbermen at annual 
NLMA dinner. 
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Selling Tusdation 
TO KEEP OUT HEAT 


California retailer develops big volume in area where sales 
arguments for building insulation hinge on increased com- 


By H. K. LANGE 


Vermiculite Research Institute 


N THE NORTHERN TIER of 
States, insulation has long been 
established as a necessity in good 
construction for cold weather com- 
fort. Such a state as California, 
however, would not seem to offer a 
likely market for insulation, yet 
Fred N. Benton, sales-minded man- 
ager of The Diamond Match Com- 
pany yard at Sacramento has made 
it one of his best items. 

The Sacramento Yard is largest 
of a line of 64 Lumber and Build- 
ing Material Stores operated in 
northern California by The Dia- 
mond Match Co., with its main 
office at Chico, Calif. 

“Our insulation sales are grow- 
ing faster than anything I know 
of”, said Mr. Benton, “It has been 
only a very few years since there 
was no insulation in the Sacra- 
mento Valley. Many of our cus- 
tomers would say they didn’t need 
insulation, but they came to find 
out they did need it, as much here 
as anywhere. With our heat in 
summer, insulation is a_ great 
thing. We frequently get a day- 
time temperature of 100 degrees to 





fort in hot weather. Firm provides complete home building 


and construction service but is not in contracting business. 





Fred N. Benton, manager 
Sacramento Yard 
Diamond Match Co. 


107 degrees in the shade; but that 
very same night, it will go down 
to 65 degrees or 70 degrees. That 
is where insulation does its job. In 
Chicago, for instance, insulation 
gets a real work-out in winter, but 


I don’t think it does its work as 
well there, all the year ’round, as 
it does here. Insulation is a fuel- 
saver here in winter, too: in fact, 
we tell our customers, ‘Why put 
your money in the bank at one per 
cent, when you can save twenty- 
five per cent in fuel costs by putting 
insulation in the attic?’ You might 
make the same comparison with 
air-cooling systems. When we insu- 
lated our yard offices here, it cost 
us about $400, compared with 
$1,600 estimated cost for a cooling 
system; and our offices are perfectly 
comfortable. 


Has Varied Uses 


“Our big insulation business has 
been in residences,’ Mr. Benton 
continued, “But there are a lot of 
other possibilities. I just sold some 
vermiculite fill insulation to a cus- 
tomer with an auto camp. We put 
it in his cottage and also in his 
office. He called me up right after 
we had it installed, and said, ‘You 
don’t know the difference it makes. 
If any of your other customers 
want to know about the material, 


a 


Front view of Diamond Match Co.'s modern Sacramento yard. Note large display windows and wide entrance for pedestrians, with driveway 
entrances to lumber sheds and warehouse at right. A large electric sign, placed diagonally on the corner of the building can be seen from 
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the four streets approaching the sales premises. 
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Every Sales Claim Proved ! 


Every Home and Camp Builder 
A PROSPECT... 





your specialty sales . . . that will boost 
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That’s because the Heatilator is a 
proved fireplace known far and wide. a <% 
Your building prospects have seen it advertised, 
heard its merits praised by owners. And they 
want it in their own new home or camp, or are 
planning to install one during the postwar re- 
modeling work they have in mind. 


18 YEARS OF PROOF 


The Heatilator has been used in thousands of 
homes and camps... under all conditions of 
climate and weather . . . in both Canada and 
the United States . . . for more than 18 years. 
Every single sales claim made for it has been 
proved over and over again. Its record is its 


own best salesman—saves you time and trouble 











in closing a prospect. Put the Heatilator Fire- \ 
place to work making extra profit for you during 

the busy building period that lies ahead. Write 

now for complete dealer information. 


HEATILATOR, INC., 707 E. Brighton Ave.; Syracuse 5, N. Y. 


il 


HEATILATOR FIREPLACE 
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Interior of the yard showing attractive displays of the building material lines handled by 
this firm. Judicious use of an island floor display plan stimulates over-the-counter sales. 


just have them call me, because I 
certainly think it is wonderful.’ 
There are good possibilities in in- 
sulating schools. I think there is 
no doubt but that we shall be insu- 
lating some of the older schools in 
Sacramento, now that the war is 
over.” 

“Practically every lumber dealer 
has had the opportunities to handle 
by-product insulation at some stage 
of his sales. In the north, it was 
wood shavings, sawdust, corn 
husks, and the like. In Sacramento 
it was rice hulls and rice hull ash. 
However, vermiculite, a mineral 
product, has proven popular, effi- 
cient and satisfactory. Fireproof in- 
sulation is a good talking point for 
the insulated home. We put some 
vermiculite fill in a ranch house, 
and later the roof burned off. The 
fire burned a quarter of an inch 
off the top of the studs, but it 
couldn’t get any further because of 
the insulation. All the customer had 
to do was put the roof back on. 

“There is simply no comparison 
between selling insulation now, and 
selling it, say, about eight years 
ago. We would talk ourselves 
hoarse just to get in some insula- 
tion, and I used to think that I was 
glad I didn’t have to sell roofing 
that way, because I would be talked 
out. Roofing is a big item with us, 
too. Today, people say they want to 
insulate, and the only problem is to 
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decide what type of insulation will 
be the most serviceable, durable, 
economical, and best fit the job. 
We are going through a cash-in 
period on insulation, and the fellow 
who handles a uniform, quality 
product is going to succeed. I 
should say that 95 per cent of the 
new homes, and practically all com- 
mercial and industrial buildings 
that are built in the postwar period 
will be insulated in some way or an- 
other. 


Dairies Need Insulation 

“Farmers out here are becoming 
interested in better buildings: bet- 
ter barns, better dairy sheds, and 
better homes. California is becom- 
ing a great dairy state, and our 
farmers are going out after Grade 
A milk. That means the milk must 
be kept at a certain temperature, 
and that means insulation. Dairies 
are going in for insulated barns; 
and, to protect their valuable herds, 
they demand fireproof insulation. 
We heard an interesting story from 
a customer who had put vermiculite 
fill in his milk house only. His milk 
cooling equipment is water-cooled, 
and one night the water supply was 
turned off. The equipment caught 
fire and completely burned out the 
lining of the milk house; but it 
didn’t spread to the barn because 
the vermiculite fell out of the side- 
walls and- smothered the fire. He 
said, ‘If it weren’t for your insu- 


lation, we wouldn’t have the barn 
now. You don’t know what that 
means to us in the dairy business.’ 
We look for a tremendous business 
in vermiculite insulating concrete 
floors as well as vermiculite insulat- 
ing plaster.” 

Mr. Benton does considerable 
business through contractors. “I 
would say that 25 per cent of our 
city sales are made through con- 
tractors,” he said, “most of our 
new construction and also repairs 
are done by contractors, residential 
as well as commercial work. We 
don’t make any installations what- 
soever. We just sell and deliver 
materials. Where the customer asks 
us, we will refer him to a good, re- 
liable contractor. I try to know all 
the contractors personally, and I 
have always instructed my salesmen 
to be very careful about recom- 
mending anyone except those who 
are absolutely reliable. We feel it 
will hurt our business quicker than 
anything else, if the customer is not 
completely satisfied with his job.” 


Serve Customers Well 


The spacious, attractive offices 
and yard of The Diamond Match 
Company are well-kept and well- 
equipped. “Service” is the keynote 
of the yard and its personnel. A 
sale may range from a pound of 
nails to over a million feet. of lum- 
ber (furnished for the new Sacra- 
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and of course use TOXIC WATER REPELLENT 


1946 will bring a boom unparalleled in the history of the building industry. 
Prepare for it now. 


Here is what needs treating—not necessarily in the order of their impor- 
tance. Windows, Doors and Frames of course... but also all Exterior Trim, 
Siding (WOODLIFE guards against paint failure), Porch Deck, Railing, Pil- 
lars, Steps, etc. . . plates, floor joists, subflooring, rafters, roof boards, etc. 


PROTECTION PRODUCTS MANUFACTURING CO. 


Mfrs. of PRESERVATIVE SOLUTIONS for 24 Years 
Research Laboratory and Plant KALAMAZOO 99, MICHIGAN 
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mento post office before the war), 


but each customer is treated with . 


the same attention and courtesy. 
Often a small sale leads to a bill 
of materials for a new building. 
“A stranger might walk into the 
office and buy only a few items,” 
Mr. Benton pointed out, “But he 
might show that he was interested 
in a home. Immediately, the sales- 
man will take him to our drafts- 
man. In the meantime, they will 
contact me and have me meet the 
prospect. A lot of casual customers 


have become permanent customers 
that way.” 

Although few private homes were 
built during the war, Mr. Benton 
maintained his plans and specifica- 
tions department, which even has 
its own blueprint machine. The op- 
eration of this department is inter- 
esting. “Suppose you come in to 
the office, and you want to build a 
home,” Mr. Benton explained, “The 
draftsman will talk to you, and will 
find out what kind of a home you 
are planning, how large a place you 
want, and what construction you 
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The indications are it will be some time before the labor and log situation in 
our industry will improve to the degree necessary for a full, normal production 
of plywood. During this period we feel the best interests of the trade can be 
served by making our current limited production available through our Ware- 


Plywood stocks are now on hand at our 6 Warehouse Branches. We will 
endeavor to maintain these stocks in all grades and sizes that present-day pro- 
duction will permit, so that shipment of your requirements can be made 


Keep in touch with our nearest branch so as to obtain the items you need as 
they become available or communicate with our Plywood Division Field Office. 
Chicago 8, Illinois. 
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MILLS: OREGON--WASH. HOME OFFICE: TACOMA 1, WASH. 


BALTIMORE 31, MD 
GARWOOD, N J 


would like. He will find out about 
the location and size of the lot, 
because, of course, you can’t put a 
fifty foot house on a forty foot lot. 
Then he will make a rough sketch 
and floor plan, and submit it to you. 
He will make whatever changes you 
want. After you are satisfied, he 
will go ahead and draw up the four 
elevations. If you have a contrac- 
tor, he will turn the plans over to 
you, and you will go to the con- 
tractor; or, you can call in a num- 
ber of contractors, and have them 
bid on the job. If you have no con- 
tractor and no preference, he will 
recommend a good builder to you. 


No Binding Contracts 


If you want more than one figure, 
he will submit two or three names 
or aS many as you want. In normal 
times we make no charge for this 
service. The only thing we ask is 
that you give us an opportunity to 
quote on the materials. We do not 
bind you in any regular contract, 
but we ask that, everything else be- 
ing equal, you allow us to furnish 
the materials for your home. We 
give a bid on the materials, and the 
contractor bids on the labor, or on 
the complete job. We submit a list 
of all the materials we think neces- 
sary to complete the house, and 
agree to furnish that list for a cer- 
tain sum. We do not guarantee to 
furnish all materials for a com- 
pleted house for so much money; 
because, if the carpenter uses more 
nails or lumber than we believe nec- 
essary, we could easily get into 
difficulties. If you need financing, 
we assist in securing a loan. We 
don’t do any financing ourselves, 
but we take the customer to the 
F.H.A. or the bank, and help him 
make out his papers; in other 


words, we try to give complete 
service.” 


Mr. Benton has had thirty-nine 
years of experience in the lumber 
business, eighteen in Sacramento, 
and twenty-one years manager of 
other yards for The Diamond 
Match Company. Even after the 
difficulties of the war years, he is 
still enthusiastic about the industry 
and its possibilities for a career. 
The building material business has 
been a headache for the past four 
years,” said Mr. Benton, “But it is 
still a good business to be in; and 
a young man starting out who likes 
and takes an interest in what he 
is doing can become a good lumber 
yard manager if he will give his 
customers quality and service, and 
his employer a day’s work for a 
day’s pay.” (L.A.C.) 
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This attractive, modern dry cleaning sales office has walls and ceil- 





ings of beautiful Douglas fir plywood. Curved counter treatment is 
accomplished with plywood, too, for this versatile “miracle wood” can 
be easily bent to simple curves without steaming and without the use of 


special tools. 


No. 9 of a Series 


Versatility is the Keynote 
when Walls are Finished with 
Douglas Fir Plywood 


The design possibilities of 
Douglas fir plywood are al- 
most endless. The illustra- 
tion above suggests one use 
of the “miracle wood” — 
for walls, ceiling and fix- 
tures in a modern dry clean- 
ing sales office. The walls 
feature a two-panel treat- 
ment, arranged horizontally. 


When planning walls of 
Douglas fir plywood, follow 
these basic principles: (1) 
start at the openings with 
vertical joints and divide 
the plain wall spaces in an 
orderly pattern for the most 
pleasing effect; (2) use 
vertical joints at top and 


CAN PLYWOOD BE SPECIFIED NOW 
FOR POSTWAR USES? 


bottom of windows and at 
top of doors as shown in fig- 
ures A, C and G; (3) when 
width of door or window is 
over four feet, do not hesi- 
tate to place the panels hor- 
izontally as in figures B and 
E, for combinations are suc- 
cessfully used in the same 
room; for special patterns or 
patterns made up of small 
panels, sheath with 5/16” or 
3/8” Plyscord and apply the 
finish panels as desired. 


For additional technical data, 
see Sweet’s File for Architects or 
write the Douglas Fir Plywood 
Association. 














There are three grades of Douglas fir plywood 
panels made especially for various phases of 
wall construction. PLYWALL is made especi- 
ally for standard wallboard use; PLYPANEL is 
a premium panel used for quality interior 
work; PLYSCORD is a utility panel made for 
wall and roof sheathing. 


Simple Suggestions For An 
Attractive Wall Design 
With Plywood 

















The increased capacity of the industry will make 
MORE Douglas fir plywood available for civilian 
consumption THAN EVER BEFORE, as soon as the 
needs of the armed services lessen or war restrictions 
: are lifted. There will be no reconversion delays; the 
same types and grades of Douglas fir plywood that are 
now being made can flow immediately into peace- 
time building and construction. 


: DOUGLAS FIR PLYWOOD ASSOCIATION 


Tacoma 2, Washington 
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Doubled Our Crop 
' . Yields” . « « says Cleo E. Yoder 
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leo Yoder first came into the limelight 

in 1935 when his 4-H steer won Inter- 
national Grand Champion honors. Two 
years later Cleo started in farming for him- 
self, on a 240-acre farm owned by George 
Nagle of Iowa City. Here’s what Cleo 
Yoder says today: 









“This farm was so run down when I moved on it that corn made only 
30-35 bushels per acre. There was very little livestock on the farm and 
fences were poor. 


“But after completely refencing the farm, stocking it heavily and 
bringing legume pasture into the rotation, crop yields began to improve. 
Last year, corn averaged more than 75 bushels per acre . . . one 40-acre 
field, following turkeys on alfalfa pasture, actually yielded 92 bushels 
per acre. We have successful turkey and livestock enterprises . . . more 
than 16,000 turkeys, 300 hogs and 60 beef cattle were sold last year. 


“Fewer Fence Repairs with RED BRAND” 


‘“‘We’ve found our RED BRAND fence stands up better, lasts longer, 
and requires fewer repairs . . . reason enough why more than 90% of 
our fence is woven wire RED BRAND.” 


Present Keystone fence, though not trade- 
marked Red Brand, is tops in quality. 
Keystone Steel & Wire Co., Peoria 7, Illinois fam 
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New OPA Ceilings 


Start in Chicago Area 
(Continued from Page 34) 


building materials in those places 
where the bulk of new construc- 
tion is expected next spring. 

Area flat prices will only be set 
after extensive consultation with 
the trade and agreement with local 
trade cooperating groups, says 
OPA. OPA district price specialists 
will outline to these dealer groups 
the objectives of the program, and 
determine with their advice the 
list of commodities to be included 
under the area orders. Details will 
likewise be worked out as to grades, 
boundaries of areas covered and 
trade practices, OPA said. Local 
groups have also been assured that 
before pricing orders are issued, 
the prices will be discussed with 
representative members of the 
trade. 

All hard materials orders will re- 
quire that price tables shall be 
posted in the offices of local OPA 
Price Control boards, lumber yards, 
building materials yards, hardware 
stores and other places where the 
materials are sold. 

Because of the severe housing 
deficit and the continued manpower 
shortage in the production of these 
materials, OPA has predicted that 
the hard materials covered by these 
orders will continue to be in short 
supply for a year and a half. 

Cities covered by these orders 
are: 


Region II—New York, White 
Plains, Albany, Schenectady, Bing- 
hamton, Elmira, Syracuse, Utica, 
Buffalo, Rochester, Scranton, 
Wilkes-Barre, Trenton, New Bruns- 
wick, Camden, Bridgeton, N. J., 
Wilmington, Dover, Del., Baltimore, 
Hagerstown, Philadelphia, Reading, 
Newark and Paterson, N. J. 


Region IV—Atlanta, Savannah, 


Region III — Cleveland, Indian- 
apolis, Lexington, Cincinnati, Co- 
lumbus, Toledo, Charleston, W. Va., 
Louisville, Detroit, Escanaba, 
Grand Rapids and Saginaw. 


Region IV—Atlanta, Savannah, 
Birmingham, Montgomery, Jack- 
sonville, Miami, Jackson, Char- 
lotte, Raleigh, Columbia, Memphis, 
Nashville, Richmond and Roanoke. 


Region VI—Des Moines, Fargo, 
Green Bay, Milwaukee, Omaha, Pe- 
oria, St. Paul, Sioux Falls, Spring- 
field, Ill., Chicago, Cedar Rapids, 
Minot, Oshkosh, Madison, Lincoln, 
Bloomington, IIl., Minneapolis, and 
Decatur. 





buildin 
those is 
pictures 
of style 
building 
grams, § 
of mate 
building 
can be 
custome 
self by ] 
question 

Anoth 
fered by 
for dist: 
to build 
items f, 
out of 5 

With 
ers will 
lumber 
many of 
well as | 

Along 
building 
turers | 
methods 
soon be 








Small col: 
lected list 
Paper adi 

ers y 


Decemt 























building problems. The first of 
those is a book of homes, including 

pictures and floor plans of a variety 

of styles. 
building service book giving dia- 
grams, specifications and quantities 
of materials for all types of farm 
buildings. With these the dealer 
can be of real assistance to his 
customers, as well as helping him- 
self by learning the answers to any 
questions that arise. 

Another special sales aid is of- 
fered by a plywood company. It has 
for distribution leaflets telling how 
to build almost a hundred different 
items from tables to small homes 
out of plywood. 

With the war over, manufactur- 
ers will again be able to keep the 
lumber dealer’s shelves stocked with 
many of the former “stand-bys” as 
well as new and improved items. 

Along with new developments in 
building materials, the manufac- 
turers have been working on new 
methods of presentation which will 
soon be available to the dealers for 


Small colorful mailing pieces sent to a se- 

lected list of prospects will augment news- 

Paper advertising and remind future custom- 
ers your store can fulfill his needs. 


The second is a farm} 








HOW FAR CAN A DOG. 
RUN INTO THE WOODS? 


How far can a dog run into the woods? 
This was once considered a trick question 
—until an army officer candidate gave it 
this answer: “He can run half way in and 
then he can only run out of the woods”. 


That is the position of the lumber indus- 
try today. When government war orders 
were cancelled, the whole industry was 
caught in the middle of the woods. Lum- 
ber inventories had long since ceased to 
exist. War orders were being filled from 
standing timber — not from inventories. 
Lumber mills became in effect “way-sta- 
tions” where logs paused just long enough 
to be cut, dried, finished and loaded out. 


This is significant in considering when 
lumber will again become plentiful. Always 
before most lumber orders were filled from 
mill inventories which were built up dur- 
ing and between buying seasons. In twelve 
months’ time the lumber mills of the coun- 
try had the capacity to finish slightly more 


than the trade consumed in a six to nine 
month selling season. 

Not very soon will the lamber mills of 
the country be in a position to ship from 
mill inventories. For many months lumber 
will of necessity be loaded out direct from 
the kilns. ‘ 

It is true that more lumber than ever 
before was produced during the war years. 
If this war-time capacity could be main- 
tained, it still would take months to build 
up inventories because postwar demand is 
unprecedented and because labor is in a 
state of flux. 

Exchange Mills are located where labor 
is probably less migratory and regular 
forces of forest and mill workers will sooner 
be augmented. 

Every effort is being exerted to increase 
peacetime production of top quality, fully 
seasoned Essco lumber. We'll get us all 
out of the woods just as quickly as is 
humanly possible. 


EXCHANGE SAWMILLS SaLes Co. 


1111 R. A. LONG BUILDING 
Southern Pine a Southern Hardwoods 
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KANSAS CITY 6, MISSOURI 
West Coast Woods 











Trade-Mark Reg. U.S. Pat. Office = | 





ESSCO End-Lokt lumber has many advantages. Here is... 
No. 10 Bundled End-Lokt lumber simplifies the inventory by reducing 


the necessity of carrying large assortments. 
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Power Falling of Craig Mountain Pine 


Modern Facilities 
—Modern Lumber 


Not only does Craig Mountain 
keep up-to-date on facilities and 
methods, but also up to standard on 
quality. 

Craig Mountain starts with qual- 
ity in the tree—and maintains it 
through every step of manufacture, 
right through to the customer. 





Member of Western Pine Assn. 





CRAIG MOUNTAIN LUMBER Co. 
Winchester, Idaho. 





Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 


xe 


Wire for quotations 
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Every prospective home builder keeps a scrapbook of plans and ideas. Here the dealer 
is presenting a book, offered by one of the manufacturers, to a young couple, knowing 
it will be a constant reminder to them to buy from him when they begin building. 


counter displays and mailing pieces. 
As the dealer again turns +o the 
job of real salesmanship, he .should 
be fully aware of the outstanding 
sales aids the manufacturers are 
offering to back him in his future 
selling campaigns. 

But—none of these sales aids are 
of any value if they are not used! 

If the newspaper advertising 


mats remain in a desk drawer, if 
the mailing pieces gather dust on 
a shelf, if the point-of-sale displays 
are in the warehouse instead of the 
sales room, the dealer gains noth- 
ing from all the thought, skill and 
time that goes into the making of 
sales aids. They are made to be 
used. 








New Motor Courts 
(Continued from Page 43) 

lation of the Mo-Derne Tourist 
Court, situated in the north sec- 
tion of Springfield on Route 66. 
C. S. Hodge, president of the lum- 
ber company, believes that in mod- 
ern cabin construction, the trend 
is definitely toward the use of in- 
sulation board, inside and out. 
Cabin walls constructed of this sort 
of hardboard can be easily cleaned 
as the surface is painted and re- 
painted. The exterior or frame 
work utilized asphalt-coated board 
insulation as sheathing in this 
group of tourist cabins. 


Motoring in Arizona 

Going a bit further afield out to 
the Valley of the Sun in the envi- 
ron of Phoenix, Ariz., the tourist 
can find motor courts of the most 
elaborate variety. Clarence A. 
Baker, manager and operating own- 
er of the La Fonda Motor Hotel on 
U. S. Highway 80 in Phoenix, re- 
ports that that city alone has more 
than 300 courts and “residential 
courts.” One of these latter has an 
assessed valuation of $500,000. 
Many of the cabins in this region 
have fully equipped kitchenettes. 


Motor Courts in New Orleans 
Another’ well-equipped tourist 
court is the Colonial Hotel Courts, 
located on Louisiana’s new Airline 


Highway about three miles from 
the heart of New Orleans. This 
sumptuous court hotel of the Deep 
South consists of 62 units, each 
equipped with tiled baths and show- 
ers. Each unit is cooled in summer 
by individual attic air cooling units 
and each is heated in winter with 
steam heat. All floors are carpeted, 
and each unit has a telephone con- 
trolled by a PBX system. There 
are 17 kitchenettes included among 
the units. 

There is room for widespread ex- 
pansion throughout the entire coun- 
try in the increasingly important 
field of the tourist courts and mo- 
tor hotels. Enterprising retail lum- 
ber dealers are already making 
plans to participate in this expan- 
sion of the old camps and the con- 
struction of new ones. 

Every section of every state in 
the Union needs at least one good 
tourist court. Motorists—the driv- 
er and passengers alike—sooner or 
later become tired while-enroute to 
their destination. If this occurs 
while they are in a town of only 
500 population, they are almost 
sure to stay there overnight if 
there is a modern attractive cabin 
camp or larger motor court beacon- 
ing them to stop in for the night. 

And all this homespun hospitality 
can and should begin right in your 
own lumber yard. 
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Phone 8115 


MORE ORDERS WANTED -- 


KD FURNITURE DIMENSION STOCK 
CLEATS -- BATTENS 


@ WINSTON-SALEM 


NORTH CAROLINA 








With new and increasingly active sources of supply, we can now handle more orders 
for reasonably prompt 5 Prawns Send us your orders and inquiries for regular 
or specially worked Furniture and Industrial Stock, specially cut-to-length Cleats 
and Battens, Crating and Plywood. In many cases can ship mixed cars of Cleats, 
Battens and Shooks. Also limited amounts of Gum, Oak, Mahogany, Maple and 
Douglas Fir Panels. 


We also handle commission business in Southern Pine, Western Pine, Spruce and 
Douglas Fir, including Douglas Fir Plywood. 


To Mills: 


We can give dependable, 
permanent representation 
to reliable shippers. Our 
business is growing con- 
stantly. You are invited 
to contact us. 


Buyers looking ahead should contactus now on their future requirements. 


, L. N. BAGNAL 


oan Pam 1°) Gy KY | Leake) By a4 
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RIVER 
LUMBER 
COMPANY 


ENUMCLAW, 
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SINCE 1896 
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An Unsurpassed Stand of Timber 


Growing along the slopes of the Cascades, White River has 
an unsurpassed stand of beautiful Douglas Fir and West 
Coast Upland Hemlock timber. Here trees grow to perfec- 
tion—tall, straight, sound. White River is proud of the 
quality of the raw material that goes into its lumber. 
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House Plan 
No. 758 
14,000 Cubic Feet 








LIVING ROOM re 


2I-O X 12-0 





13-6 X 12-0 









































Complete working blueprints and specift- 
cations of any house design published in 
this magazine are now available at $5.00 
per set. Two sets of plans for the same 
house are $8.00, three sets $10.00, four 
sets $12.00 when ordered at the same 
time. All the blueprints are in a con- 
venient 12” x 18” size and meet all FHA 
requirements. Please order plans by 
number, enclosing payment, and address 
to American Lumberman, 139 North Clark 
St.. Chicago 2, Ill. 


















House Plan 
No. 770 
13,728 Cubic Feet 


Note: Space for 2 bedrooms 


in attic. 


BED ROOM 


12-6 x 11-0 





LIVING ROOM 


16-6 X II-6 





PORCH 26-0" 


a 
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LINK UP YOUR SALES 


WITH 


SLeetcote 


© STAINLESS CAULK 
mca VAl, [cmioe) | i feltl, iy 
© QUALITY PUTTY 


3 PRODUCTS 


That Will Do A Bigger 
Sales Job For You! 


ONE BIG NAME 


| 


ZONOLITE 


INSULATION 





















































o 
: Stainless Caulk / sfou, 
| FeayWinncoe 
Stops cracks once and for Cha Mes "°Ow 
| all in tile and plaster, also Sons IN mer 
. around bath tubs and Woon), AND 
kitchen sinks. Has 50% ; 
less shrinkage; stays soft 
indefinitely and will not a 
crack. Apply with knife or ‘S on ZONOLITE DEALERS ARE 
gun. Keeps the cold air out % E 4, CASHING IN BIG RIGHT NOW 
... the warm air in... stops » 
L infiltration of dust and dirt. oe BECAUSE NO OTHER IN- 
SULATION IS SO EASY 
ol TO INSTALL! 




















Sales and profits really jump when 
you push Zonolite. For old or new 
construction Zonolite meets vir- 
tually every insulation need of home 
or farm. No other is so easy to 











Glazing Compound = 


A superior product for all 
glazing operations. It is made 
to be applied in the same man- 
ner as putty but is not to be 
confused with ordinary putty 
or caulking compound. It pro- 
vides permanent adhesion for 
any kind of glass setting job. 
It will not shrink or crack... 
makes a good water-tight job. 


install... to sell! 

Zonolite Granular Fill simply 
pours in place for unsurpassed 
insulation in homes, farm struc- 
tures and commercial buildings 
... anyone can do it—quickly— 
easily! 

Zonolite Plaster actually has 4 
times the insulating efficiency of 
ordinary plaster, weighs much 
less, deadens sound, resists crack- 
ing. Won’t freeze, eliminating 











frozen sand piles. Perfect for 
patching. 

Zonolite Insulating Concrete 
makes warm, dry floors in homes, 
commercial and farm buildings. 
Can be laid over old floors or 
directly on ground. Ideal for fire- 
proof, insulated roofs. 


Write for complete details. 


UNIVERSAL ZONOLITE INSULATION CO., 
Dept. AL-125, 135 S. La Salle St., Chicago 3, Ill. 
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A product outstanding for ease 
of application, rugged adhesion 
to both glass and steel. Made 
with long life durable oils, it 
readily contracts and expands 
with the steel and has the neces- 
sary strength to render outstand- 
ing service. Our superior quality 
putty has made us the largest 
manufacturers of putty west of 
the Mississippi. 


GET DEALER OFFER NOW 
MAIL COUPON TODAY 


WSR SSPVSHSSSSOSeSeessry 
Universal Zonolite Insulation Co. 4 
Dept. AL-125, 135 S. La Salle St.4 
Chicago 3, Ill. 

Please RUSH full description 
of various forms of Zonolite and 
details concerning dealer offer. 






















Interested distributors will please 
write for full details and prices. 
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Raise Mill Ceiling Prices on 
Southern Pine Lumber 


An upward adjustment in the 
ceiling prices for Southern pine 
lumber at the mill level was an- 
nounced last week by the Office of 
Price Administration. 

Retailers will be required to ab- 
sorb out of their gross margins an 
amount equivalent to the average 
mill price increase being authorized. 

Ceiling prices for Southern pine 
produced by mills generally are be- 
ing increased 4.7 percent or an 
average of $2.25 per 1000 board 
feet. 

For small mills that produce 
rough lumber only and do not oper- 
ate planing mills, increases aver- 
aging $5 per 1000 board feet are 
authorized. 

Absorption by retailers of the 
higher mill costs is in line with 
OPA’s policy that any price in- 
creases found necessary will not re- 
sult in an increase in the cost of 
living or in the general level of 
rrices. 

To accomplish this absorption, 
the portion of the mark-up which 
previously was a flat $5 per 1000 
board feet is being reduced to $2.50 
on retail sales of Southern pine 
lumber. On Southern pine shingles 
the flat addition is being reduced 
from 30 to 15 cents per square, and 
on lath from 60 cents to 30 cents 
per 1000 pieces. The absorption is 
somewhat larger, OPA said, than 
the average increase in mill prices 
because on the grades of lumber 
bought by retail yards, the aver- 
age increase is $2.50 as contrasted 
with an average of $2.25 on all 
mill output. 

In the absence of adequate in- 
formation on the ability of whole- 
sale distribution yards to absorb 
the mill price increase, these yards 
are not being required to absorb 
them at this time, nor are retail 
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yards being required to do so on 
wholesale-type sales which are simi- 
lar to the type of business done by 
wholesale yards. Steps are being 
taken to obtain the necessary finan- 
cial data. In the meantime the pre- 
vious flat $5 per 1000 board feet 
portion of the wholesale yard mark- 
up is being reduced to $4.75 on 
Southern pine so that wholesale 
yards will average only the same 
dollar mark-up previously obtained. 
No reductions are being made in 
the flat 30 cents and 60 cents por- 
tions of the mark-ups on shingles 
and lath. 

OPA also announced that an ad- 
dition of $6 per 1000 board feet 
may be made by mills or concentra- 
tion yards in sales of 5000 board 
feet or less of Southern pine to 
consumers living within 25 miles 
of the mill, compared with $3.50 per 
1000 board feet previously. 


Modify Special Item Pricing 
in Three Hardwood Rulings 


Special item pricing has been 
simplified in three hardwood lum- 
ber regulations, so that once a 
seller has had a price approved for 
such an item he may continue to 
sell the name item at that price 
except insofar as the applicability 
of the price may be expressly lim- 
ited, the Office of Price Adminis- 
tration said last week. 


The actions, effective Dec. 4, 
cover hardwood lumber produced in 
the Southern, Central and Appala- 
chian hardwood regions. 

The requirement that price ap- 
proval be obtained for each sale of 
a special item has been removed, 
and price tables for sales of special 
truck body grade of Southern and 
Appalachian hardwoods also are re- 
moved from the two regulations. 


Producers’ Council Supports 
Building Code Modernization 


James W. Follin, managing di- 
rector of the Producers’ council, na- 
tional organization of building 
product manufacturers, has an- 
nounced that the council will sup- 
port local building officials in ef- 
forts to modernize local building 
codes as a means of speeding up 
the use of new materials and con- 
struction techniques. 


“There is rather general fear,” 
he said, “that the introduction of 
new developments may be slowed up 
and that the public may be deprived 
of many money-saving improve- 
ments unless building codes are 
carefully reviewed and unless the 
codes are made flexible enough to 
meet the situation. There is a feel- 
ing that building codes generally, 
though with numerous exceptions, 
have not been kept abreast of tech- 
nical progress with the result that 
many local codes are antiquated 
and outmoded. 


“Building code writing necessar- 
ily must become a continuous pro- 
cess. We must develop a way to 
make it a constant process, just as 
other legislative procedures are, in 
order to keep ourselves abreast of 
progress. First, we should proceed 
to get all codes up to date right 
now, and then we must take steps 
to keep them that way. We must 
not in the future permit 10 or 15 
or 20 years to elapse without major 
revisions.” 


New Standard Developed for 
Reinforced Gypsum Concrete 


The American Standards associa- 
tion has just completed revision of 
an important standard in the build- 
ing field, covering design, construc- 
tion and use of reinforced gypsum 
concrete. 

This new standard reaffirms 
many of the detailed definitions of 
the standard originally approved in 
1941, but adds to it the results of 
four more years of study and ex- 
perience with reinforced gypsum 
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concrete as a building material. 

Developed by a _ representative 
committee of organizations and in- 
dividuals concerned with the de- 
sign, construction and use of rein- 
forced gypsum concrete floors and 
roofs, the standard is divided into 
five main sections covering mate- 
rials, strength, allowable stresses, 
design and inspection. 

Copies of the American Building 
Code Requirements for Reinforced 
Gypsum Concrete (A59. 101945) 
are available from the American 
Standards association, 70 E. 45th 
street, New York 17, N. Y., at 25 
cents a copy. 

Names 


Selective Service Interprets 
Veteran Reemploymnt Rights 


Returned veterans’ statutory re- 
employment rights do not depend 
on whether or not they were hired 
during the war production expan- 
sion period, according to an inter- 
pretation of National Headquarters 
of the Selective Service system an- 
nounced last week. 

“The law denies reemployment 
rights to veterans who left ‘tempo- 
rary’ positions,” the statement said. 
“It is the opinion of Selective Serv- 
ice that all war jobs are not ‘tem- 
porary’ simply because such jobs 
were created as the result of war 
expansion.” 

The Selective Service interpreta- 
tion was made in connection with 
various reports the employers had 
endeavored to fix a certain date on 
which their war activities began 
and thus claim that all employees 
hired after that date were “tem- 
porary” employees and not eligible 
for statutory reemployment rights. 


October Construction Gains 
Reflect Removal of L-41 


Substantial gains in construction 
contracts in October, probably at- 
tributable in part to the removal of 
all federal restrictions on building 
Oct. 15, were reported for the 37 
states east of the Rocky Mountains 
by F. W. Dodge corporation. The 
total of all contracts awarded dur- 
ing the month was $316,571,000, a 
gain of 13 percent over September 
and 118 percent over October of last 
year. 

During the period Oct. 16-31, im- 
mediately following removal of 
WPB Limitation Order 41, con- 
tracts totaled $175,771 compared 
with $71,556,000 in the corre- 
sponding period of 1944. For this 
comparative period nonresidential 
construction this year was up 216 


percent, and residential building 
gained 172 percent. 
Residential construction in the 


first ten months of 1945 amounted 
to $388,959,000, a gain of 22 per- 
cent over last year. Nonresidential 
building in the same period 
amounted to $1,449,185,000, an in- 
crease of 104 percent over the cor- 
responding period of 1944. 


Building Costs Remain High 
Predicts US Savings League 


Building costs at least for the 
foreseebale future are likely to re- 
main relatively high, the U. S. Sav- 
ings and Loan League’s committee 
on trends and economic policies re- 
ported last week. 

Lloyd I. Tilton, Santa Barbara, 
Calif., chairman of the committee, 
said costs of new construction are 
something like 31.5 percent above 
the 1935-1939 level. 

The committee felt it difficult to 
predict how soon residential con- 
struction would move forward, and 
said the pickup to date has lagged 
materially behind what had been 
forecast. 


Bowles Appoints Long to 
Coordinate Housing Program 


Norton E. Long, Cambridge, 
Mass., has been appointed assistant 
to Administrator Chester Bowles, 
Office of Price Administration, to 
coordinate various major OPA 
projects on assignment. 

“The first of these is the highly 
important building and housing 
program, which Mr. Long is par- 
ticularly well qualified to handle,” 
Mr. Bowles said. “As a member of 
my staff, he will be responsible for 
coordinating the work of many de- 
partments of OPA in the national 
office and the field offices and will 
serve as chairman of compliance 
committees for building materials 
and construction services.” 


National Cooperation Urged 
to Meet Housing Emergency 


A concerted effort to meet the 
housing emergency involving, if 
necessary, the suspension of re- 
strictions on prices, the release of 
materials from the army and navy, 
revision of building code restric- 
tions and the enlistment of labor’s 
complete co-operation was asked re- 
cently by W. M. Brock, Dayton, 
Ohio, retiring president, U. S. Sav- 
ings and Loan league. 

“Whether it is shipping space, 
strikes in the forests, building code 
restrictions, or building trades reg- 
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ulations which, added to the control 
of prices, help keep new houses 
from being built, let us put the need 
for housing above all these other 
factors and insist upon getting 
homes built now,” Mr. Brock sug- 
gested. 

In a discussion of federally-sub- 
sidized housing, the league presi- 
dent said that the logical outcome 
of a large public housing program 
would be to leave but two classes of 
housing in America—luxury hous- 
ing and public housing. 

“Whenever the government moves 
into any field of activity, private 
industry moves out, for it cannot 
compete with subsidies and tax ex- 
emptions,” he said. 


Scheduled Convention Dates 


Jan. 9, 10—Carolina Lumber & 
Building Supply association, Co- 
lumbia, S. C., Jefferson hotel. 

Jan. 15, 16, 17—Middle Atlantic 
Lumbermen’s association, Atlan- 
tic City, Claridge hotel. 

Jan. 17, 18—Northwestern Lumber- 
men’s association, Minneapolis, 
Radisson Hotel. 

Jan. 15, 16, 17—Kentucky Retail 
Lumber Dealers association, 
Louisville, Ky., Brown hotel. 

Jan. 23, 24, 25—Southwestern 
Lumbermen’s association, Kansas 
City, Mo., Municipal auditorium. 

Jan. 28, 29—Nebraska Lumber 
Merchants association, Omaha, 
Municipal Auditorium. 

Jan. 28, 29, 30—Northeastern Re- 
tail Lumbermen’s association, 
New York, Pennsylvania hotel. 

Jan. 29, 30, 31—Ohio Association of 
Retail Lumber Dealers, Colum- 
bus, Deshler-Wallick hotel. ' 

Feb. 3, 4, 5—West Virginia Lumber 
Dealers association, Charleston, 
Daniel Boone hotel. 

Feb. 4, 5—Mountain States Lumber 
Dealers association, Denver, 
Colo., Shirley-Savoy hotel. 

Feb. 5, 6, 7—Michigan Retail Lum- 
ber Dealers association, Grand 
Rapids, Pantlind hotel. 

Feb. 6, 7—Lumber Dealers Asso- 
ciation of Western Pennsylvania, 
Pittsburgh, William Penn hotel. 

Feb. 7, 8—Iowa Lumber & Building 
Materials association, Des 
Moines, Fort Des Moines hotel. 

Feb. 11, 12 — Tennessee Lumber, 
Millwork & Supply Dealers, Chat- 
tanooga, Patten Hotel. 

Feb. 12, 18, 14—Illinois Lumber & 
Material Dealers association, 
Chicago, Sherman hotel. 

Feb. 19, 20, 21—Wisconsin Retail 
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Lumbermen’s association, Mil- 


waukee, auditorium. 


Feb. 21, 22—Virginia Building Ma- 
terial association, Roanoke, Ro- 
anoke hotel. 


March 5, 6, 7—Indiana Lumber & 
Builders Supply association, In- 
dianapolis, Murat temple. 


March 6, 7—South Dakota Retail 
Lumbermen’s association, Sioux 
Falls. 


March 7, 8 — Mississippi Retail 
Lumber Dealers association, 
Jackson, Heidelberg hotel. 


March 7, 8, 9—Intermountain 


Lumber Dealers association, Salt 
Lake City. 


March 12, 183—North Dakota Re- 
tail Lumbermen’s association, 
Fargo, City auditorium. 

March 20, 21—Louisiana Building 
Material Dealers association, 
New Orleans, Roosevelt hotel. 


March 20, 21—New Jersey Lum- 


bermens association, Atlantic 
City. 
March 27, 28, 29—Florida Lumber 


& Millwork Association, Orlando, 
Auditorium. 


April 8, 9, 10—Lumbermens Asso- 
ciation of Texas, Galveston, 
Pleasure Pier. 


New Method Announced for 
Figuring Moulding Ceiling 

A method by which jobbers may 
figure uniform dollar-and-cent ceil- 
ing prices for mouldings is included 
in a new regulation that brings to- 
gether for the first time all estab- 
lished ceilings for sales of soft- 
wood mouldings by manufacturers 
and other distributors, the Office 
of Price Administration has an- 
nounced. 

Retail ceiling prices are un- 
changed by this action, remaining 
“frozen” at March 1942 levels. 

Before the action, effective Nov. 
1, ceiling prices for producers’ sales 
of the various softwood mouldings 
were controlled by the regulations 
that covered the specific species of 
lumber used while jobbers’ prices 
for mouldings were frozen at their 
March 1942 levels. 

The new ceilings for jobbers’ 
sales are obtained by applying per- 
centage discounts to the list prices 
in the “Standard Moulding Book 
—8000 Series,” published by the 
Shattock & McKay company, Chi- 
cago, OPA said. 

The percentages to be deducted 
from the list vary in each of 20 
areas into which the country has 
been divided, thus maintaining, in 
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general, existing differentials. 

Sellers are required to invoice 
all shipments of moulding in detail 
so that the ceiling prices may be 
determined on the basis of informa- 
tion on the invoice without further 
reference to the seller’s records. 
Failure to invoice properly will es- 
tablish a ceiling of 31 cents a hun- 
dred linear feet for the shipments 
covered by the invoice. This is the 
ceiling for the cheapest mouldings 
for a direct mill sale. 


lowa Assn. Develops Course 
for Builders and Dealers 


A practical short course for 
building material dealers and build- 
ers, whether now in the field or 
planning to enter it, has been devel- 
oped by the Iowa Retail Lumber- 
mens association in cooperation 
with Iowa State College, Ames, 
Iowa. 


The course is open to yard mana- 
gers, returned veterans and any- 
one else interested in the construc- 
tion and building material field. It 
is planned as a complete course of 
four quarters of three months each, 
the first quarter beginning Jan. 3, 
1946. The work is planned so that 
after the first quarter, the remain- 
ing quarters may be taken at any 
time and in any order. 

Entrance and tuition fee for the 
first registration is $43.00 per 
quarter for Iowa residents; $57.00 
per quarter for any “out-of-state” 
resident. Subsequent quarter tui- 
tion is $1.00 less per quarter. 

Further information is available 
from the Iowa association and from 
Professor Henry Giese, Iowa State 
College, Ames, Iowa who will also 
supply application forms. 


Portland Cement Ceilings 
Rise in S. Atlantic States 


An increase of 10 cents a barrel 
in producers’ ceiling prices for 
Portland cement in Georgia, Ala- 
bama, Tennessee, Louisiana, Missis- 
sippi, North Carolina, South Caro- 
lina, Florida and most of Virginia 
has been announced by the Office 
of Price Administration. 


The increase became effective 
Nov. 10 and returns earnings to 
producers in the area equal to their 
average aggregate dollar earnings 
during the peacetime years 1936-39, 
OPA said. 


The higher price may be passed 
on to buyers by all resellers. Ceil- 
ing prices for Portland cement in 
these states in sales by dealers to 
consumers currently are between 
$2.75 and $3 per barrel. 


Bahr States NLMA Position 
on Proposed Wage-Hour Bills 
Increasing minimum wages or 
establishing minimum wages for 
skilled occupations, as proposed in 
bills now pending in Congress, was 
protested vigorously to the House 
Committee on Labor considering 
amendment of the Fair Labor 
Standards Act (Wage-Hour Law), 
by Henry Bahr, counsel, National 
Lumber Manufacturers association. 
Amendments recommended by 
NLMA call for a reasonable time 
limitation on employee suits; bar- 
ring liquidated damages in any case 
where there is a bona fide dispute 
with regard to liabilities of em- 
ployer or employee; a clear defini- 
tion of the term “commerce” as 
used in the act; provision that 
where “travel time” has not been 
customarily treated as _ hours 
worked, or where an agreement has 
been made concerning it, such cus- 
tom or agreement should govern; 
barring of subsequent court action 
after an employee has compromised 
or settled a disputed claim, and that 
no increase should be made in min- 
imum rates prescribed under the 
act either directly or through pro- 
nouncements by Congress or ad- 
ministrative agencies. 


Eiectric Companies Launch 
“Proper Wiring" Campaign 


Electrical manufacturers and util- 
ity companies are launching an inten- 
sive educational campaign for proper 
wiring in the estimated 6,000,000 
homes planned for construction when 
materials and labor are available. 

The campaign points out that none 
of the new electrical marvels or old 
standby appliances can be enjoyed 
fully, conveniently or economically 
without adequate wiring. The cam- 
paign also is directed to the owners 
of 30,000,000 existing dwellings, most 
of which are said to be inadequately 
wired. 


Cement Assn., Shingle Bureau 
Join Standards Association 


Two more national organizations 
in the building trade have joined 
the 86 national trade, technical and 
governmental groups that make up 
the federation of the American 
Standards association. 

The Red Cedar Shingle Bureau 
including in its membership 95 per- 
cent of the manufacturers of red 
cedar shingles in this country has 
joined the ASA as an associate 
member. Standardization is not a 
new field for this group which has 
been an active proponent of stand- 
ardization for the last 30 years. The 
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Old Growth 


DOUGLAS 


, 


FIR 


Ley ofol coe MET 11 0)-1 am OCon 


Springfield, Oregon 


E. A. CARLEY, Sales Mgr. 


44“ McDONOUGH VERTICAL BAND RESAW 


BELT OR MOTOR DRIVEN 


Made left hand only. 

Bearings: Heavy duty ball bearings. 

Wheels: 44” diameter; 4/2” face to carry 
5” saw, taper bored. 

Top Wheel Shaft: ~ a steel, 234” in 
bearings on each end 

Lower Wheel Shaft: Alloy steel, 3!/2” full 
length, supported on outside of wheel 
by hanger from column, to eliminate 
overhanging wheel. 

Saw Strain: Sensitive knife edge type with 
gauge to Indicate strain. 

Top and Lower Guides: 
hinge type 

Maximum Depth of C 

Extreme Height from Feo 7- 6 ft. 3/2”. 

Floor Space 4am 4 ft. 10'/2"x5 ft. i”. 

Speed: 600 R. 


Quick opening 


Power Required: 20 H. P. 

Saws: 5” wide; #19 ga.; 23 ft. 4” long, 
1%4” teeth. Saws not furnished as regu- 
lar equipment but carried in stock as 
extra for convenience of users. 


Feed Rolls: Four driven rollers 4/2” diam- 
eter with independent adjustment for 
alignment with saw. 20 to 75 lin. ft. 
per min. 

Maximum opening 12!/,°—6/4,” each side 
of saw line. Inside rolls flexibly mounted 
for gauge sawing. 

Can be set for center - gauge sawing 
and tilt for bevel sidin 


Feed Roll Drive cocina Variable 
speed, self contained, friction drive 
mounted inside of column, exclusive on 
this resaw, eliminates danger of contact 
with large number of moving parts ex- 
posed on all competing machines. 

Belt Drive ry with 16*x8!/,” 
Net weight 5,000 Ibs.; 
skidded and crated, 

Motor Driven Machine: er bullt-in 20 H. 
P. electric motor and “V" belt ey 
net weight 5,800 Ibs.; shipping wel = 
skidded Pant “crated 6,200 Ibs. Sta 
switches and controller not jntied. ” 


pulley: 
jane” weight, 


Write for Complete Information 


McDonough 
Manufacturing Co. 


INCORPORATED 1888 
EAU CLAIRE, WISC. 








label] Certigrade on a bundle of 
shingles indicates compliance with 
the bureau’s specifications of qual- 
ity. 

The Oxychloride Cement associa- 
tion, which has joined as a member- 
body and will, therefore, have a 
part in the policy forming commit- 
tees of the ASA, is an organization 
of manufacturers of Oxychloride 
Cement—widely used for flooring 
of public buildings, decks of ships 
and floors in subway trains. During 
the two years of its existence it 
has been standardizing performance 
tests and specifications for the ap- 
plication of the various cement mix- 
tures manufactured by its members. 
C. Huddleston Bear, secretary of 
the association, will serve as con- 
tact with the ASA. 


Non-Farm Mortgage Financing 
Rises 16 Percent Over 1944 


Exceeding totals for the same 
period last year by some 16 per- 
cent, the nation’s non-farm mort- 
gage financing for the first nine 
months of 1945 reached nearly 
$4,000,000,000, according toa 
statement from the Federal Home 
Loan Bank administration recently. 


Indications are that for all of 
1945 the mortgage lending total 
will pass the post-depression peak 
for any year’s lending activity, es- 
tablished in 1941, the report said. 

Recordings last September 
amounted to $464,157,000, repre- 
senting a seasonal decline of 5 per- 
cent from August, but 11.5 percent 
above the totals for September 
1944. 


Owners Urged to Repair Homes 
as Soon as Materials Permit 


Home owners wishing to make 
repairs and alterations essential 
for safety and protection of prop- 
erty should begin such work as 
soon as possible if the availability 
of materials in their localities will 
permit, it was recommended last 
week by Clarence W. Farrier, di- 
rector, Technical Division of the 
National Housing Agency. 

“While many materials needed 
for extensive alterations are in 
short supply, there are presently 
available in some areas sufficient 
supplies of electric wiring and ap- 
purtenances, paint and sheet metal 
supplies such as gutters and down- 
spouts, to begin needed repairs of 
this nature now,” Mr. Farrier said. 

“Essential repairs may be more 
easily accomplished now in some 
localities than after the anticipated 
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volume of new building begins to 
absorb greater quantities of mate- 
rials and skilled labor in all cate- 
gories. And such repairs as can be 
made now will help take up the 
reconversion slack in the use of 
certain materials and skilled trades 
which may exist in many communi- 
ties as a result of shortages in 
some of the basic materials needed 
for new building and while builders 
complete plans and organizations.” 


Occupancy Restrictions to 
Be Lifted on War Housing 


The Federal Public Housing Au- 
thority has issued instructions lift- 
ing wartime restrictions as rapidly 
as possible on occupancy of 60,114 
completed permanent war housing 
units which were provided with 
funds originally intended for hous- 
ing low-income families. The ac- 
tion constitutes the first step to- 
ward the conversion of these dwell- 
ings to peacetime low rent use. 

The order immediately restores 
11,006 of the dwellings to full low- 
rent status and operation. The re- 
maining 49,108 dwellings, built 
under the defense amendment to 
the U. S. Housing act, will revert 
to low-rent status when the Presi- 
dent finds with respect to each 
project that war occupancy pref- 
erence is no longer necessary in 
such housing in the locality. 


Problems of the Industry 
Discussed by Contractors 


Scarcity of materials, uncertain 
labor conditions, and the capacity 
of the industry to handle a greatly 
increased volume of construction 
were the major topics of discussion 
at the fall meeting of the governing 
and advisory boards of the Associ- 
ated General Contractors of Amer- 
ica, Oct. 30 and 31. 

A report from the market devel- 
opment committee recommended 
against attempting to set up any 
overall system for encouraging or 
discouraging the immediate start 
of particular types of construction. 
The committee recommended that 
contractors use their influence in 
their own communities to suggest 
what projects could be undertaken 
in an orderly fashion, according to 
urgency. 

A discussion was held of pro- 
posals which have been made to at- 
tempt to stabilize the annual vol- 
ume of the construction industry. 
Attempts to regulate the amount 
and tempo of new construction were 


looked upon with disfavor. Con- 
sensus of opinion was that since 
construction fills a definite need, it 
is highly inadvisable to attempt 
federal controls on the supplying 
of such definite needs. 


Name Policy Group for NRLDA 
National Affairs Committee 

The steering committee for the 
National Retail Lumber Dealers 
Association National Affairs Com- 
mittee has been selected. This 
group will coordinate the efforts of 
the overall nationwide group to as- 
sure.maximum results for efforts 
put forth by individual members 
working in their local areas. 

Members of the committee are: 

Donald A. Campbell, Boner- 
Campbell Lumber Co., Lebanon, Ky. 

Fred G. Goldren, Hallack & How- 
ard Lumber Co., Denver, Colo. 

C. W. Gamble, Boise-Payette 
Lumber Co., Boise, Idaho. 

S. Lamar Forrest, Forrest Lum- 
ber Co., Lubbock, Texas. 

Watson Malone, Watson Malone 
& Sons, Philadelphia, Pa. 

Glen R. Newton, Glen Newton 
Lumber Co., Nevada, Iowa. 

H. R. Northup, National Retail 
Lumber Dealers Association, Wash- 
ington, D. C. 

Everett Parker, Patton-Blinn 
Lumber Co., Los Angeles, Calif. 

Wendell T. Robie, Auburn Lum- 
ber Co., Auburn, Calif. 

J. Francis Smith, J. F. Smith 
Lumber Co., Waterbury, Conn. 

Fred R. Stair, Farragut Lumber 
Co., Knoxville, Tenn. 

Harry Youse, May & Youse, 
Markle, Ind. 


Clay Products Will Be Made 
Available in Modular Sizes 

Clay products manufacturers are 
retooling to produce the new modu- 
lar sizes of brick and tile which 
have been adopted as a means of 
reducing the cost of constructing 
industrial buildings, homes and 
other structures, Harry C. Plum- 
mer, director of engineering and 
research of the Structural Clay 
Products institute, announced re- 
cently. 


“Inasmuch as manufacturers of 
wood and metal windows and of 
other masonry products also have 
adopted modular sizes for their 
products, it soon will be possible 
to construct the entire outer shell 
of masonry buildings with prod- 
ucts whose dimensions have been 
coordinated, thus greatly reducing 
the amount of cutting and fitting 
of materials on the construction 
site,’ Plummer said. 
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Transparent Waterproofing 


Just introduced is a new Rane- 
tite No. V transparent waterproof- 
ing material. Aluminum and cal- 
cium stearic have been combined as 
a base for the product, the first 
time this has been possible. The 
new coating is guaranteed to water- 
proof without changing the texture 
of the surface, and is said to be 
absolutely transparent. The coat- 
ing is said to be one of the simplest 
ways to waterproof any type of 
masonry building, preventing damp- 
ness from penetrating the walls 
and destroying the alkali deposit so 
often found on the surface of the 
walls. This method is only to be 
used on virgin surfaces and must 
not be applied to any surface which 
has received paint or oil coatings. 
For further information write 
Ranetite Manufacturing company, 
1917 S. Broadway, St. Louis 4, Mo. 


Planning for Electricity 

A new 8-page circular Planniny 
for Electricity points out that the 
electric supply system, including 
outlets and fixed lights, is a part 
of the house structure and should 
be planned for the future as well 
as the present. It provides a check 
list of electrical appliances for 
housekeeping, comfort, leisure and 
health, and explains principles of 
quantity and quality essential in 
good lighting. The circular also 
lists the symptoms of an over- 
loaded wiring system and tells how 
to read wiring symbols in a home 
plan. To receive a free copy write 
Small Homes Council, Mumford 
House, University of Illinois, Ur- 
bana, IIl., and request circular G4.0. 


Wood Hangar Designs 
Minimum cost, wood hangars, are 
featured in Low Cost Housing for 
Small Airplanes published for those 
interested in construction of such 
hangars. The publication presents 
basic ideas on the layout and con- 
struction of individual hangars in 
single and multiple units, repair 
shops and large commercial hang- 
ars. Points eovered include 15 to 
60 percent lower first cost, lower 
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annual charges, greater salvage 
value, lower rents, use of local la- 
bor, pleasing appearance, durabil- 
ity, flexibility, prefabrication, insu- 
lation and fire safety. Sample lay- 
outs are diagrammed. Copies of the 
pamphlet, typical designs and de- 
tails are available free from the 
Timber Engineering company, 1319 
Eighteenth street, N.W., Washing- 
ton 6, D. C. 





When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN as the 
source of your information. 





New Kimsul Packages 


Kimsul insulation rolls are now 
available to dealers in nine stand- 
ard specifications. There are three 
thicknesses—commercial thick, ap- 
proximately % inch; _ standard 
thick, approximately 1 inch; and 
double thick, approximately 2 
inches. All three come in widths of 
16, 20 and 24 inches. The end lab- 
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els are uniform in design but con- 
trasting in color so the three thick- 
nesses are easily distinguishable in 
storage. All rolls of the same width 
are of the same diameter, making 
it possible to stack them in stor- 
age to the roof without fear of 
tumbling or damage to the pack- 
age or product. For more complete 
details write Kimberly-Clark cor- 
poration, Neenah, Wis. 





SALES AIDS - UTERATORE 


Industrial Vacuum Cleaner 


For removing dust from floors, 
walls, overhead pipes, work tables, 
furnace tops, etc., the Breuer Elec- 
tric Manufacturing company has 
made a portable industrial vacuum 
cleaner with attachments adapt- 
able to various types of cleaning. 
Adequate power for all dust and 
dirt collection is provided by using 
a 1 h.p. motor, which develops a 
49 inch static waterlift, 180 c.f.m., 
34 inch velocity pressure. A dust- 
proof bag catches the light dust 
and heavy dust goes into a tank. 
The blower unit can be quickly 
converted for use as a vacuum 
cleaner or as a sprayer for insec- 
ticides. For further information 
write Breuer Electric Manufactur- 
ing company, 5100 N. Ravenswood 
avenue, Chicago 40, IIl. 


Government Contract Manual 


A revised edition of the Manual 
of Procedure under Government 
Contracts is now being published. 
The author has a background of 21 
years of legal service with federal 
government, handling hundreds of 
cases involving disputes between 
the government and its contractors 
and suppliers. The present edition 
brings the subject matter down to 
date, and includes references to 
many of the more important stat- 
utes and court decisions, applicable 
to contracts with the government. 
Copies may be obtained without 
cost from the Fidelity and Deposit 
company, Baltimore, Md. 


Portable Pump Manual 

A Contractor’s Pump Manual, de- 
signed to supply information on 
portable pumps and guidance to 
pump users in- the construction 
field, has just been published. The 
Manual discusses the selection of 
the proper kind and size of pump 
for the particular water-moving 
job at hand, and the correct opera- 
tion for the pump, together with 
its maintenance and repair. A pump 
trouble check sheet is included, to- 
gether with a maintenance time- 
table, a list of operation do’s and 
don’ts, tables of useful engineering 
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information and necessary friction 
tables. Copies may be obtained at 
50 cents apiece from the Construc- 
tion Foundation, Associated Gen- 
eral Contractors of America, Mun- 
sey building, Washington 4, D. C. 


Colonial Thatch Shingle 


A new version of the colonial 
thatch shingle known as Textured 
Colonial Thatch has just been intro- 
duced. The wood grain embossed 
surface adds to the natural beauty 
of the shadow lines. It is adaptable 





to homes and structures where the 
roof constitutes an important ele- 
ment in the overall beauty of the 
design. The new shingle is now 
available in a number of colors and 
blends. For further details write 
the Ford Roofing Products com- 
pany, 111 W. Washington, Chicago 
2, Ill. 


1946 Paint Brushes 


The 1946 line of brushes manu- 
factured by Forman, Ford and 
company, is now in the making. 
Samples and prices will be ready 
about December first, and delivery 
of brush stock orders on the new 
items will start about March. Pure 
nylon brushes will be available in 
most types. Pure bristle will also be 
available in lengths not exceeding 
31% inches. Also offered will be a 
short line of bristle-ox hair brush- 
es. For more complete details write 
Forman, Ford and company, 111- 
123 Second street south, Minneap- 
olis, Minn. 


Railroad Uses of Timber 


The American railroad system is 
one of the four largest users of 
lumber and forest products, states 
a newly published booklet, Teco 
Timber Connectors in Railroad 
Service. The 20-page booklet has 
chapters discussing the Teco split 
ring, spike grid, clamping plate, ex- 
terior railroad structures and build- 
ings. Through the booklet the com- 
pany invites inquiries about the 
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research facilities at its wood prod- 
ucts development shop and labora- 
tory. It also offers to engineers 
typical designs of specific uses of 
timber connectors and sample con- 
nectors. Copies of the booklet may 
be obtained without charge from 
the Timber Engineering company, 
1319 Eighteenth street, N.W., 
Washington 6, D. C. 


New Tooling Material 


One of the war-developed mate- 
rials for tooling that is proving 
successful is compreg, stronger 
than steel on a_ strength-weight 
ratio. It has dimensional stability, 
low moisture absorption and high 
resistance to action of acids, al- 
kalis, oils, etc. It is said to be 
easily machined and fabricated, and 
where extra thickness, length or 
width is required, compreg is 
readily bonded to itself and other 
materials to build up to suitable di- 
mensions. For further information 
about compreg write Cory Snow, 
Inc., 739 Boylston street, Boston 
16, Mass. 


Bronze Hardware Booklet 


Opening with a brief, illustrated 
history of brass and bronze hard- 
ware, the booklet tells how solid 
brass hardware fixtures nave been 
used in beautiful homes down 
through the years. They are pic- 
tures of interiors and exteriors of 
various homes showing the use of 
these fixtures as well as close-ups 
of the various styles, and a discus- 
sion of how brass and bronze may 
be decorative as well as practical. 
For a copy of the booklet write 
Copper & Brass Research associa- 
tion, 420 Lexington avenue, New 
York 17, N. Y. 


Metal Moulding Booklet 


A new booklet, published by the 
Ford Metal Moulding company, giv- 
ing general information on finishes, 
lengths, returns, packing charges 
and terms. Included in the book 
are pictures, diagrams and speci- 
fications of the various mouldings 
manufactured by the company in- 
cluding stainless steel stair nos- 
ing, butt and carpet edging, stain- 
less steel counter edge, factory 
formed sink rims, stainless steel 
snap-on mouldings, and extruded 
aluminum mouldings. Detailed de- 
scriptions of the various edges ac- 
company the diagrams and speci- 
fications. For a copy of the book- 
let write Ford Metal Moulding com- 
pany, 329 E. 45th street, New York 
17, N. Y. 


New American Standard 


A new American Standard giv- 
ing designers and builders data on 
the loads a building can carry with 
safety has just been approved by 
the American Standards associa- 
tion. It will help to answer such 
questions as how strong should 
floors and walls be made in fac- 
tories, office buildings and theaters 
to prevent them from collapsing 
when occupied by the machinery, 
desks or enthusiastic audiences; 
and whether it is necessary in any 
particular part of the country to 
provide especially strong construc- 
tion to resist wind pressures, to 
withstand earthquake shocks and 
to prevent collapse of roofs under 
the load of snow. Copies of the 
American Standard Building Code 
Requirements for Minimum Design 
Loads (A58.1-1945) are available 
from the American Standards as- 
sociation, 70 E. 45th street, New 
York 17 at 50 cents a copy. 


Plumbing Fixtures 


A new line of plumbing fixtures 
called Streamluxe is styled to har- 
monize with the modern trends of 
postwar kitchens. Included in the 
group of the Champion, the Chal- 
lenger and the _ Sensation, all 
chrome-plated kitchen deck type 
sink fixtures. These are available 
with or without a new type plastic 
spray feature which has finger-tip 





control regulating the flow of water 
from the head rather than from 
the faucet. The Mercury is an en- 
tirely new wall type unit with an 
exclusive patented design feature— 
an attractive soapdish located in the 
center of the unit below the spout. 
The flutings combine two features. 
The top ribs tilt slightly upward to 
hold the soap in position and the 
recessions dip forward slightly to 
drain the water into the sink bowl. 
Orders for delivery of the new fix- 
tures are now being scheduled. For 
further information write Barnes 
Manufacturing company, Mansfield, 
Ohio. 
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Manufacturing 


Yellow Pine and Hardwoods 
Including End-Matched Pine and Oak Flooring 


Mills: Diboll, Texas 


Pineland, Texas — MODERN KILNS AND PLANING MILLS — 
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THE KIND OF PLANER 
YOU HAVE LONG WANTED! 





Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 


MACHINE WORKS 
238 Eighth St. Holland, Mich. 
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Hearth Fires Aglou 


This Christmas there is a feeling of abiding 
strength and security within the cloisters on 
our hearths. Their defenders’ war against bar- 


baric retrogression has been won. 


Their gift has been preservation of everything 
worthwhile ... the Four Freedoms .. . the un- 
fettered human dignity of individual man. 
Nourished at Colonial hearths, those freedoms 
swelled the spiritual power that gave America 


grandeur. 


Thus, in our Yule hearth fire’s glow, we find 
the Faith that survives war's tragedies . . . the 
Faith of He who died that others might be 


saved. 





POPE 2 TALBOT INC. 


__ LUMBER DIVISION 
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SELLING THE PRODUCTS OF 
*THE McCLOUD RIVER LUMBER 


come | SREVLIN PINE |  romonme | 


Reg. U. 8. Pat. Off. {PINUS PONDEROSA) 


- EXECUTIVE CFFICE 
*THE ee ee COMPANY 900 First National Soo Line Building j SUGAR (Genuine White} PINE 
end, Oregon PO = 
“Member of the Western Pine Associa- MINNEA LIS, MINNESOTA j {PINUS LAMBERTIANA} 


tion, Portland, Oregon. 


McCloud, Calif. 











NEW YORA 
: 2 1604 Graybar Bldg. 
SG, Foe Uendoak Mohawk 4-9117 


DISTRIBUTORS OF 


DISTRICT SALES OFFICES: 


CHICAGO SAN FRANCISCO 
1863 LaSalle-Wacker Bidg. 1030 Monadnock Bidg. 
Telephone Central 9182 Exbreok 7041 








SPECIES 
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Intense Pressure on Housing Question 
Bringing Wide Variety of 
Proposed Remedies 


N NOVEMBER 29 the OPA 
announced the long expected 
advance in Southern pine prices. 

Earlier predictions about the 
new rates were fairly accurate, 
though they missed at a few points. 
The average increase is $2.25 a 
thousand, which is the amount that 
has been prophesied for a long time. 
This, however, is an average of all 
the items raised in price; and some 
of these sizes and patterns are not 
much purchased by retailers. The 
OPA states now that the average 
price increase, counting only those 
items usually bought by retailers, 
will be $2.50 a thousand. Remem- 
ber that figure. It’s going to hit 
you again. 

Small mills, producing rough 
lumber and operating under RMPR 
19A, have been given increases 
averaging $5 a thousand. This is 
supposed to take care of two 
things; first, to cover increased pro- 
duction costs and, second, to restore 
the earlier price relationship be- 
tween long-run lumber and No. 2 
common. 

There has been an increase in 
direct-mill retail sales ceiling prices. 
A mill or concentration yard, mak- 
ing a sale of 5,000 feet or less of 
Southern pine to consumers living 
within 25 miles, may add $6 a thou- 
sand. Previous margin permitted 
was $3.50. 

In terms of percentages, the OPA 
states that since September of 1941 
Southern pine has advanced 24.7 
percent in price. Of this margin 
the November increases account for 
4.7 percent. 

The New Prices 

The list of changes is long and 
and varied; and every lumberman 
handling Southern pine will want 
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the entire schedule. This can can 
mention but a few representative 
increase figures. 

Shortleaf: An increase of $1 a 
thousand on one-inch stock, all 
lengths eight feet or longer, grades 
1, 2 and 3 common, all widths ex- 
cept four inch. Dunnage and No. 4 
common have been consolidated at 
dunnage prices; which means an 
increase of $1 a thousand for No. 4 
common. An increase of $2.50 a 
thousand for 2x4’s eight feet or 
longer, in No. 1 and2 common. An 
increase of $4 a thousand for 2x6’s 
and 2x8’s and of $5 a thousand for 
2x10’s and 2x12’s, eight feet long or 
longer, in No. 1 and 2 common. 
Flooring, up $4 a thousand, all 
items and grades, seven feet long 
or longer. Drop siding, up $2 a 
thousand surface feet, all items and 
grades, seven feet long or longer. 

Some variations from these in- 
creases in Long Leaf. For example, 
inch boards in No. 2 and 3 com- 
mon, eight feet long or longer, all 
widths except four inches, are ad- 
vanced by $2.50 a thousand. Two- 
inch stock, all widths, No. 2 com- 
mon, eight feet long or longer, is 
advanced by $2.50 a thousand. 

Who Pays? 

If retailers had any doubts, or 
hopes, in regard to the way these 
increases would be handled, the an- 
nouncement by the OPA definitely 
ends them; at least for the moment. 
Note this from the press release: 
“Retailers will be required to ab- 
sorb out of their gross margins an 
amount equivalent to the average 
mill price increase being author- 
ized today.” 

Quoting further from the re- 
lease, here’s how it’s to be done: 
“To accomplish this absorption, the 


portion of the mark-up which pre- 
viously was a flat $5 per 1000 board 
feet is being reduced to $2.50 per 
1000 board feet on retail sales of 
Southern pine lumber. On South- 
ern pine shingles the flat addition 
is being reduced from 30 cents to 
15 cents per square, and on lath 
from 60 cents to 30 cents per thou- 
sand pieces. The absorption is 
somewhat larger than the average 
increase in mill prices because on 
the grades of lumber bought by re- 
tail yards the average increase is 
$2.50 as contrasted with an average 
of $2.25 on all mill output.” 

That’s where the two-fifty stuff, 
mentioned above, lets go with its 
Sunday punch, 

The rumor gets around that both 
fir and Western pine producers are 
to ask for increases. They’ll do it, 
in part, because of the recent wage 
increase in the Pacific Northwest. 
It’s also rumored that producers of 
cedar shingles will ask for an in- 
crease in ceiling prices. If so, and 
if these requests are granted, the 
retailer will be expected in each in- 
stance to pick up the check. 

We’re perplexed about one thing. 
When the wholesalers asked for an 
increase, at the expense of the re- 
tailers, how did they happen to 
miss? Isn’t the retailer duly nomi- 
nated and installed as the landing 
field, the Patsy, the sugar daddy of 
the industry? 

Public Relations 

This page has no wish to fan up 
jihads among the factors of the in- 
dustry. Sure enough, it looks as 
though the retailer was getting hit 
in the face with a basket of lob- 
sters; but we really do suppose that 
these assaults have an accidental 
quality involved in them. A pro- 
ducer who feels that he must have 
more money for his stuff or else 
quit producing it can’t be too 
qualmish about who comes across 
with the extra washers. And the 
OPA, having nightmares every 
hour on the hour about the famous 
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Hands Safe in 


m Stanzoils 


i are more skillful 
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finish gives workers confidence 


Sure their hands in Stanzoils 
are safe from burns or derma- 

, titis from acids, oils, caustics, 

and given new assurance in handling wet slippery objects 
by Stanzoils’ remarkable non-slip finish, workers accom- 
plish more with less effort. Cost is low for these flexible 
comfortable gloves of DuPont neoprene that last 3 to 7 
times longer in corrosive materials — and you protect 
yourself against costly injury claims. All standard styles 
and sizes, black, white. For better work and employee re- 
lations economically, buy Stanzoils. Write for latest catalog. 
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Synthetic Rubber Division 


THE PIONEER RUBBER COMPANY 


272 Tiffin Rd., Willard, Ohio, U.S.A. 
New York + Los Angeles 
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. AVAILABLE FOR 


PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 

Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 


| a & loos experience in building Saw 
| ills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT. 
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Growing New Timber 
for Tomorrow’s Needs 


Since 1904 Urania has been practic- 
ing systematic reforestation. With 
more than 110,000 acres of timber- 
land now operated on a sustained 
yield basis, Urania is a good organi- 
zation to look to for your future 
lumber requirements. 


Urania Lumber Co. 
Urania, Louisiana 


Members 
S.P.A. — S.P.1.B. — $.H.P.I. 








READY TO SUPPLY YOU 


Direet From 


Our Own Mills 
WITH 
Soft-Textured Northern California 
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and Special 
ta r Pine Products 


WE MANUFACTURE 
and SPECIALIZE IN 


CUT STOCK 
GLUED-UP STOCK 
SHOOK 
MOULDINGS 
LADDER STOCK 
(rough and run to 
pattern)—IN FACT 
ANYTHING MADE 
FROM WESTERN 
LUMBER. 


' Remember, too, WE 
WHOLESALE 
Douglas Fir, Sitka 


Spruce, Ponderosa 
e, and Port Or- 


ford Cedar. 
“tay My) Address all correspondence 


to our Kansas City offices. 


Menvtecterers and Wholesalers 1635 Dierks Bldg, Kansas City 6, Me., Victor 4143 
Member of Western Pine Ass'n, Notional Wooden Box Ass'n, Ponderosa Pine Woodwork, 
NotonelAmencen Wholesale Lumber Ass'n 











WEST COAST OFFICE: 908 PORTER BUILDING © PORTLAND 4, OREGON 
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Manufacturing 
FRANCHISE 
AVAILABLE 


We have been authorized by one of 
the oldest manufacturers of prefab- 
ricated homes, garages, cottages, 
poultry houses, etc., to license oth- 
ers to use their time-tested, pub- 
licly accepted methods of produc- 
tion requiring 30% less time and 
materials than old conventional 
methods, together with coopera- 
tive buying, advertising, engineer- 
ing and architectural service. The 
small fee required for this service 
is much less than would be re- 
quired by any one concern operat- 
ing independently. Write for com- 
plete details while territories are 
still available. 


FACTORY BUILT HOMES 


Incorporated 


McDONOUGH. N.Y. 

















New No. 500 Amerock Demon- 
Strator sells in your store or “on 
the job” with home-owners, build- 
ers, architects. Ask Your Jobber! 


GENUINE ) 
PRODUCTS 


AMERICAN CABINET HARDWARE 


CORPORATION 


ROCKFORD, ILLINOIS 








line and how to hold it, is inclined 
to shoot first and inquire after- 
wards. The devoted retailer just 
happens to be in the middle. And 
how! 

However, it appears that there’s 
trouble enough to go around. At 
the moment there’s a kettle coming 
to the boil that all parts of the in- 
dustry would prefer to walk wide 
of, if possible. Nothing to get hys- 
terical about, sure enough; but 
nothing to ignore. 

Something like this: The present 
Congress is the greatest Congress 
since the seventy-eighth. Definitely. 
But it wears its honors more 
quietly than its afflictions; and just 
now the Hill is loud with uproar. 
There are plenty of different rea- 
sons for Congressional unhappiness, 
but here’s a special one. The pres- 
sure upon Congress to get the serv- 
ice men home and back into civilian 
life is something terrific. Veteran 
legislators, not quite remembering, 
of course, but sounding off anyway, 
says the rumpus beats anything 
since Andrew Jackson and Nicholas 
Biddle tangled over the U. S. Bank. 
Some Congressmen don’t like to see 
the Army disrupted; have been get- 
ting reports of many thousands of 
German veterans hidden in the 
hills, equipped with concealed arms, 
waiting until the Armerican Army 
sends all its veteran non-coms 
home. Sure enough, these wild boys 
haven’t much of a chance; but it’s 
disquieting to learn of the hard bat- 
tles the partisans have been putting 
up against the British in various 
places. The prospect that, in the 
event of trouble, it’s likely to be 
the Russians who put it down, with 
resulting expansion of territory un- 
der Russian control, doesn’t add to 
the peaceful calm of the Congres- 
sional spirit. This is by the way; 
but Congressmen admit in confiden- 
tial moments that they haven’t 
a chance against the pressure storm 
aimed at “getting’ the boys home.” 

However, here’s the payoff in re- 
gard to our industry. When the 
veterans get back they have:plenty 
of trouble finding places to live. So 
the pressure upon Congress goes to 
a new high. 
stories of threatened “marches on 
Washington” like the bonus stuff in 
1932. 

Well, here’s where we come in. 
In their haste to DO SOMETHING, 
Congressmen and assorted Federal 
administrators have been running 
rapidly in all directions. There are 
those who say they’ve got more 
speed than control. But note this 
well: Everything they do is labeled, 
in billboard letters, Aids To Hous- 


Newspapers carry . 


ing. If a given effort is downright 
loupy, as it sometimes is, and if this 
industry approves the objective but 
questions the means, then we get a 
barrage of dirty looks, plus an as- 
sortment of snarls to the effect that 
lumber and building people are out 
to sabotage all building efforts un- 
til they are assured of getting 
theirs. On the desk beside us, as 
we write, is a Washington paper 
that says, not as an opinion but as 
a fact, that builders’ organizations 
are trying to destroy the entire 
Wagner-Ellender-Taft Housing Bill 
“in order to scuttle low-cost public 
housing.” As a footnote it adds: 
“Some housing authorities think 
builders aren’t really trying to get 
materials, finish houses, until after 
Jan. 1 because of lower taxes then.” 

Don’t take these things lightly. 
There have been few times since 
the invention of the circular saw 
when the industry’s reputation with 
the public has been in greater jeop- 
ardy or when bad public relations 
could produce more lasting damage. 
Sure enough, it isn’t smart to ac- 
cept slaps in the face meekly; espe- 
cially when the industry thinks it 
is right and when it is sure the 
hysterical public officials are trying 
to put out a fire with high-test gas- 
oline. 

What's Cooking 

Some eight or ten weeks ago, 
when L-41 got lifted, with the gen- 
eral approval of the industry, near- 
ly everybody held the idea that with 
a certain amount of not too difficult 
adjustment we’d be off on a great 
drive of production and prosperity. 
Plenty of money, huge demand for 
goods, plants needing only rela- 
tively minor reconversion, workers 
wanting employment; what more 
could any person ask? Federal men 
thought they’d need merely to re- 
strain prices a bit until production 
took care of inflation dangers. 
Labor and management, each with 
a big stake in production, would 
bargain collectively; so machinery 
for settling labor disputes was dis- 
mantled. Production of raw ma- 
terials, raised to enormous capacity 
for war, would carry on into the 
post-war field of civilian produc- 
tion. There might be a brief pe- 
riod of unemployment, while the 
change-back program was on. 
Otherwise, what was there to fear? 

So far, it hasn’t quite worked 
out. Sure enough, the change-back 
construction program on industrial 
plants is about eighty percent com- 
pleted. The dangers of unemploy- 
ment have not reached the expected 
volume; but, and here’s the rub, 
much of the actual unemployment 
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is among the politically potent vet- 
erans. The differences between 
labor and management have proved 
to be deep and even bitter; and the 
storm of strikes is leaving much 
rancor in its wake. The Pres- 
ident’s Labor-Management Confer- 
ence really has accomplished a fair 
part of its objective; but it has not 
and could not settle all the troubles 
involved, and this has brought to 
many people the shocking knowl- 
edge that here is a problem, packed 
with explosives, that can’t be re- 
solved with a few graceful public 
gestures. 

And not least important, from 
our point of view, is the fact that 
the production of raw or semi- 
processed materials is not keeping 
pace with post-war needs. Why? 
It seems to be a highly compli- 
cated question. War fatigue has a 
bearing. Arbtirary price patterns, 
requiring producers to dissipate 
their holdings without much if any 
profit and sometimes at an actual 
loss, also are involved. For exam- 
ple, a sawmill man in the South 
stated that he could realize about 
$16 a thousand from his logs when 
he manufactured them into lumber; 
while he could sell them as stump- 
age for about $22. He took a long 
look at these figures, shut up shop, 
left his trees to flourish in the 
woods until such time as the price 
structure no longer has the furnace 
in the attic. 

The increase in Southern pine 
prices, no doubt, was aimed at this 
situation. Is the relief too little 
and too late? Will the device of tak- 
ing the producer’s extra margin 
wholly out of the retailer’s return 
simply move the inertia to a new 
area? What about the officially un- 
proved but persistent rumors of 
large black-market diversions, that 
add unofficially to the cost of hous- 
ing and block limited supplies off 
from legitimate outlets? 

Congressional Cures 

It is in this tumultuous setting 
that Congress is taking its wild 
swings. So far as the lumber busi- 
ness is concerned, the most serious 
problem is limited and declining 
production. Does Congress ever 
read the reports of Federal agen- 
cies? A person sometimes wonders. 
The CPA has announced that lum- 
ber production in September, the 
latest figures to be processed, was 
17.6 percent less than production 
for August and about 13 percent 
less than in September of 1944. 
Softwoods were down 19.3 percent 
from the levels of the previous 
month and were down 23.1 from 
the September, ’44, figures. Sep- 





tember production was _ seriously 
reduced by labor troubles in the 
Pacific Northwest; but the largest 
reduction, in comparison with the 
previous month, was in the South. 

A person doesn’t have to be 
shockingly smart to know that he 
can’t build frame houses unless he 
has lumber. But the first gesture 
made on the Hill largely ignored 
this fact and went for the business 
of financing houses. Subsidies all 
over the place; apparently on the 
theory that if we just had some 
ham we could have ham and eggs, 
if we had the eggs. So when the 
retail industry calls attentidn to the 
fact that financing houses when 
there isn’t lumber to build them 
isn’t too bright, it gets denounced 
as obstructing the erection of 
houses fit for heroes! 

As nearly as this page can tell, 
there’s little talk of putting L-41 
back into effect. But there are 
plenty of other sovereign remedies 
being proposed. The Wagner-Ellen- 
der-Taft Bill, self-named “The Gen- 
eral Housing Act of 1945,” is now 
before the Senate Committee on 
Banking and Currency. Up to this 
writing the hearings have put into 
the record the usual preliminary 
and favorable statements. Presi- 
dent S. L. Forrest, of the NRLDA, 
will be heard, for the retail indus- 
try, on or about Dec. 12. 

Representative Patman has in- 
troduced a bill in the House. This 
page has not succeeded in getting 
a copy; but we understand that it 
proposes to control prices on all 
sales of real estate, set up a hous- 
ing dictator, and, if necessary, to 
subsidize logging and lumber pro- 
duction in order to get a lumber 
supply. At the moment, this is the 
only effort on the Hill that we can 
recall that even throws a glance 
toward the basic trouble of ma- 
terial shortages. 

Other moves are rumored. One 
is the cutting up and shipping to 
strategic areas of 20,000, or maybe 
it’s 200,000, units of temporary war 
houses for the use of veterans. An- 
other is a three-months moratorium 
on industrial construction next 
spring to divert building supplies 
to home construction. Still another 
is the setting aside of three-fourths 
of all building materials for veter- 
ans’ homes. The OWMR is now 
conducting one or more housing 
clinics; with representatives of the 
Armed Services, Surplus Property 
officials and various other strategic 
persons in attendance, trying to find 
a way to make full use of all re- 
sources in breaking the materials 
bottle neck in housing. 
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The Name 
Booth- Kelly 
Stands for Quality 





Booth-Kelly has been pro- 
ducing quality Douglas Fir 
lumber and timbers since 
1898—47 years. 


Thousands of dealers 
have come to know and re- 
ly on this company’s prod- 
ucts. Many have sold Booth- 
Kelly old-growth Douglas 
Fir products for nearly two 
generations. 


RRB 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 





“LUMBER CO 
SUGENE ORE: 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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we LUMBER that is “engineered” for 
greater beauty, size, strength, 
lightness, weather-and-wear resis- 
tance characteristics. 


Bey 


*WOOD 





FROM THE FORESTS OF THE WORLD - Fir, Pine, 


[3] Gum, Birch and Figured Woods. Waterproof and technical 
plywood a specialty. Write for” Teleply Ticker” Warehouse Stock List today. 


AETNA PLYWOOD & VENEER, 1732 ELSTON AVE. @ CHICAGO 22, ILL. 








H. B. Jordan, Gen. Mgr. 
C. W. Jordan, Sales Mgr. 


C. M. Jordan, Treasurer 
J. B. Deutsch, Detroit Mgr. 


® * * 


Clarke County Lumber Company 
Wholesale Forest Products 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 


Phone: L. D. 101 
Phone: Local 125 
THOMASVILLE, ALA. 


Phone: TEmple 1-2924 
834 Maccabees Bldg. 
DETROIT 2, MICH. 
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A. D. CHAPMAN & COMPANY, INC. 
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SPOT CORD 


REG- U.S. PAT. OFF. 





"50.0 & wat om, 


— the most durable material for hanging windows 


SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 
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SAWMILL 
CONS vacuinery 
Gor -eACCURACY § - serrter,unirorm LUMBER 
eSPEED - MORE LUMBER 
®ePROFITS = LOWER PER-MCOST 








+ Manufacturers: Circular Sawmills, Edgers, Trim 


Branches: . Little Rock. Ark. ¢ Natchez, Miss. + Portland, Ore. ¢ Seattle, Wash. 




















| RAINELLE, W. VA. (: 


All “Cream of the 
West Virginia H ros d woo d -y Appalachians” 
} 


STEPPING & RISERS FLOORING--Red & TRIM &MOULDINGS Solid or Edge-Glued 
Oak & Birch White Oak, Maple, Chestnut, Ash, Birch, Dimension Maple, 
BEVEL SIDING-Poplar Birch and Beech Poplar, Oak, Basswood Oak and Poplar 


KNIGHT 


Single, Duplex and Quarter DOGS 
Saw Mills, Set Works, Edgers 


Manufactured by 


THE KENT MACHINE CO. 


ZS 117 Portage St. Cuyahoga Falls, Ohlo 


American Car Door Roller 


EVERY YARD SHOULD HAVE ONE 
Best and cheapest helper for 
loading and unloading lumber. 
Often pays for itself in one lum- 


ber shipment. Adjustable to fit Can be furnished with wood or steel 
openings 5 to 6 ft. wide: double beam. ‘“American’’ Logging Tools 
extension roller for door 5 to 8 and Appliances best on the market. 
it. wide. Write for catalog and information. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 
READY CASH 


Available fer Purchase of 
ENTIRE LUMBER YARDS -- MILLS 
LOTS OF SURPLUS OR 
SECOND HAND LUMBER AND TIMBER 


N. Y. SALVAGE & WRECKING CO. 
1036 GRAND ST., BROOKLYN 6, N.Y. PHONE: EVERGREEN 7-8450 
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West Coast AFL Fir Mill 
Workers End 9-Week Strike 

After a nine-week deadlock be- 
tween mill operators and the. AFL 
lumber workers of the fir regions 
of the Pacific Northwest, a settle- 
ment satisfactory to all parties 
concerned has finally been reached. 
The strike was ended on December 
1 at which time the fir mills whose 
workers were members of the AFL 
decided to settle for the bitterly 
contested 15-cent-an-hour wage in- 
crease. 

The wage hike is, of course, 24% 
cents more per hour than CIO 
plants granted, but many fir mill 
operators are of the opinion that 
these same CIO mills will probably 
now up the pay to reach wage par- 
ity with the AFL. 

Beyond dispute is the fact that 
the AFL policy committee’s dog- 
gedly won victory paid off in more 
than financial betterment for the 
union’s member workers; it saved 
face and came about at a time 
when a great deal of face saving 
was desperately needed. The AFL 
had somehow maneuvered its lum- 
ber and sawmill workers into a 
strike and out of work that 
stretched out bleakly over a two- 
month period. In that time little 
food and fewer Christmas trinkets 
were being passed over the coun- 
ters in lumbermen’s trading areas. 

The AFL had gradually come to 
realize that they and their worker 
members had worked themselves in- 
to a none too enviable position. 
They had to get something not just 
as good but better than did the 
CIO. This latter group had previ- 
ously chosen to settle its wage dif- 
ferences while continuing to work. 

Most of the region’s Douglas fir 
mills are now back at work on the 
sawing the nation’s long-awaited 
building program so badly needs. 
All mills in the Seattle, Tacoma, 
Portland and Coos Bay areas have 
resumed operations and many small 
mills between Everett and Belling- 
ham have swung into production 
as a result of individual] dickering. 
All things considered, it would ap- 


pear that while the striking AFL 
workers did not get all they sought, 
their gains nevertheless be said 
to constitute a victory. 

The first break in the strike came 
in the Tacoma region on Novem- 
ber 26 when it was announced that 
the AFL’s policy committee recom- 
mended acceptance of a 15-cent-an- 
hour wage increase offered by mill 
operators in the Tacoma area. At 
that time it was indicated that 
the only step remaining in reach- 
ing complete agreement was ratifi- 
cation by the union’s membership, 
a move which was generally ex- 
pected would come about in a 
meeting of the Tacoma locals sched- 
uled to be held the following day. 

Although these original agree- 
ments were only of the verbal vari- 
ety, twenty mills and woodworking 
plants in the Tacoma district had, 
it later turned out, effectively 
driven the first entering wedge 
when they said they would agree 
to the 15-cent hourly pay increase. 
Even with this sizable group lined 
up, however, the overall task of 
amicable settlement seemed exceed- 
ingly difficult. The majority of the 
operators in the region were still 
opposed to paying more than the 
12% cent increase which all CIO 
and even several AFL groups had 
previously accepted. 

Indications are that the calling 
of the union-operator meetings 
came as the direct result of this 
offer of a 15-cent hourly pay in- 
crease to the old $1.05 minimum 
by the Tacoma operators. This was 
a compromise from the _ union’s 
original $1.10 hourly minimum de- 
mand. The offer was made follow- 
ing a conference of the strike pol- 
icy committee at a meeting called 
by the United States Conciliation 
Service and held November 24. 
More than twenty Tacoma lumber 
mill operators attended. 

Settlement of the strike finds 
the lumber industry in a surpris- 
ingly favorable position for reach- 
ing full production schedules with 
a minimum of delay. A few days 
were required to assemble crews 
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and get plants in top running or- 
der. Log supplies, it was found, 
were not in too bad shape but un- 
fortunately, in the higher reaches 
of the Northwest’s fir forests snow 
has forced the closure of many 
logging camps. 

Still, no matter how much snow 
falls during the coming weeks, 60,- 
000 AFL sawmill and lumber work- 
ers employed throughout the Paci- 
fic Northwest will have a Merry 
Christmas after all. 


Current Statistics on 
Output and Distribution 

Lumber Shipments of 455 mills 
reporting to the National Lumber 
Trade Barometer were 5.2 percent 
below production for the week end- 
ing November 24. In the same 
week new orders of these mills 
were 21 percent above production. 
Unfilled order files of the reporting 
mills amounted to 80 percent of 
stocks. For reporting softwood 
mills, unfilled orders are equivalent 
to 29 days’ production at the cur- 
rent rate, and gross stocks are 
equivalent to 34 days’ production. 

For the year-to-date, shipments 
of reporting identical mills exceed- 
ed production by 3.9 percent; or- 
ders by 6.1 percent. 

Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 37.9 
percent less; shipments were 38.2 
percent less; orders were 27.7 per- 
cent less. 


SOUTHERN PINE 

Production of southern pine by 
126 mills (91 units) for the week 
ending November 24 as reported 
to the Southern Pine Association 
totaled 14,535,000 feet. This is 
35.92 percent below the three-year 
average for the same mills. Ship- 
ments during the week ended No- 
vember 24 totaled 12,940,000 feet, 
10.97 percent below output. Or- 
ders placed were for 12,481,000 
feet, 14.13 percent below produc- 
tion and 3.55 percent below ship- 
ments. Total stocks on hand at 


the end of the week were 129,556,- 
000 as against unfilled orders for 


79 


94,706,000 feet. Unsold pine stocks 
on hand stood at 34,850,000. 


WESTERN PINE 

One hundred and ten mills re- 
porting to the Western Pine As- 
sociation for the week ending No- 
vember 24 cut 30,213,000 feet. The 
same week a year ago the cut was 
63,425,000 feet. Shipments the 
same week this year were 28,880,- 
000 feet, 4.4 percent below produc- 
tion. Orders accepted in the cur- 
rent week were 9.7 percent above 
output. Unfilled orders on hand 
November 24 were for 297,588,000 
feet with gross stocks at 729,131,- 
000 feet. 


NORTHERN PINE 

Production of northern pine by 
the five mills reporting to the 
Northern Pine Manufacturers As- 
sociation totaled a flat zero in feet 
cut for the week ending November 
24. There was similarly no pro- 
duction for the same week a year 
ago. Shipments during the current 
week were 365,000 feet and new 


business booked totaled 735,000 
feet. Unfilled orders November 24 


stood at 6,295,000 feet and gross 
stocks were 41,185,000 feet. 


In the Market Centers 

SEATTLE: Many days of heavy 
rains have interfered with produc- 
tion at some camps and mills. One 
shingle mill in northern Washing- 
ton hasn’t had logs for a month. 
Operations in the higher altitudes 
have had snow to fight. Mechanical 
and labor troubles still exist but 
the strike and the weather are the 
principal things affecting produc- 
tion. 

A tremendous demand is backed 
up awaiting full production of the 
mills. Many buyers have been out 
to the Pacific Northwest during the 
strike. Some lumbermen here be- 
lieve there will be a rush to get 
lumber after the strike and that 


this, in turn, will serve to bring 
many additional buyers West. De- 
mand takes any lumber available. 
Many projects await supplies of 
lumber. Home building is probably 
the biggest market but nearly all 
pre-war markets are out to buy. 
For example, there are large orders 
ready to be placed for Hawaii and 
new fast ships will give better 
service than before the war. 
The long-awaited end of the lum- 
ber strike finds supply yards of 
all kinds virtually empty. Some 
observers believe that some of the 
mills will put lumber into stocks 
between now and the end of the 
year so that it can be sold after 
January Ist at a higher profit. 
Huge order files for the most 
part take new lumber directly to 
the consumer. Retail yards will 
continue to be hard put to build 
up stocks. Late December produc- 
tion is never very high due to holi- 
day closedowns and weather haz- 
ards. For some time in the fu- 
ture, stocks will just be something 
to talk about, not to find. 
TACOMA: The lumber market 
in this area is in such condition 
that any and all additional produc- 
tion will be received with open 
arms. Buyers are clamoring for 
attention and it only remains for 
the mills to begin turning out the 
lumber to meet the demand. 
KANSAS CITY: Ranked in im- 
portance as drawbacks to produc- 
tion of lumber in the Southwest are 
first, labor shortage; second, weath- 
er; third, equipment shortages, 
and fourth, carrier shortage. Pro- 
duction is well down and this 
was reflected in the acute inven- 
tory position of wholesalers and 
retailers who have been stepping 
up their sales to civilians. 
Biggest piece of news was the 
increase in yellow pine ceilings 
on an average of $2.25 per M, effec- 
tive November 29. Flooring and 


finish were boosted the most in 
order to bring them more in line 


with other prices. Mills welcomed 
the advance, but still claimed the 
increase was not sufficient to give 
them the necessary profit to keep 
from running into the red. 

Demand is very large and the 
call is for all classes of lumber. 
Evidence of the rapid movement of 
lumber can be seen in the monthly 
report of the Federal Reserve 
Bank of Kansas City and the De- 
partment of Commerce. Retail 
sales of 133 yards in the Tenth 
district in October were 71 percent 
larger than a year ago and the 
10-month gain was 20 percent, the 
bank said. The sale of all materials, 
including sand, glass, paints, roof- 
ing materials, etc., of the same 
yards in October was 56 percent 
above a year ago. 

MEMPHIS: The hardwood situ- 
ation throughout the South remains 
practically unchanged. Consum- 
ing industries are clamoring for 
wood. Furniture manufacturers 
and radio cabinet makers are des- 
perately seeking finishing veneers 
and plywoods. They are sending 
buyers all over the territory but 
are finding little lumber. Manu- 
facturers, still beset by an extreme 
laber shortage are producing lum- 
ber at between 70 and 78 percent 
of their normal (prewar) produc- 
tive capacity. 

Orders accepted, as a _ conse- 
quence, are running at slightly 
more than 60 percent of produc- 
tive capacity. Manufacturers con- 
tinue to complain that price ceil- 
ing are too low for profitable op- 
eration, but many believe that they 
will get relief before it becomes 
necessary to release presently ac- 
cumulating stocks. 

NORFOLK: The Southern Yel- 
low Pine market was_ enlivened 
greatly during the week by the of- 
ficial edict issued from Washing- 









TRIANGLE 


RED DEVIL No. 2 Triangle 
Points are now packaged 
in 5¢ and 10¢ size handy 
packages which permit 
dispensing of a few at a 
time, preventing wasteful 
loss caused by ‘“‘loose”’ 
containers. Triangle 

Points come in 6 

standard sizes and 





can be purchased in 
“% pound to 100 Ib. 
quantities. 


Vv RED DEVIL TOOLS. 
Irvington 11, N. J., U.S.A. 


GLASS CUTTERS + POINT DRIVERS © PUTTY KNIVES + WOOD SCRAPERS 
PAINT CONDITIONERS © FLOOR SANDING MACHINES 
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ton, D. C., to the effect that prices 
on Southern Pine lumber had been 
advanced effective November 29, 
1945. The official price advances 
have not been received but it is 
known that finished lumber will be 
advanced $4. per M. feet and prices 
on flooring and ceiling will be ad- 
vanced some. 

Some other changes will be made 
but these are not so important to 
Southern millmen in this territory. 
Most mills in this section will not 
profit much by the rather sharp ad- 
vance on framing for most of them 
have been producing boards for 
some time. The advance has been 
slow in materializing, and is below 
what the millmen need and expect- 
ed. Still, half a loaf is a lot better 
than none. 

So far as production is con- 
cerned, the weather is ideal for 
logging, sawing, drying and ship- 
ping, but the labor situation is still 
very unsatisfactory. In addition, 
there has sprung up a “local” de- 
mand for the lumber the mills are 
now processing, so that very little 
stock is going to the regular trade. 
Trucks are sent to the various mills 
from adjacent territory within a 
radius of 100 miles to buy lumber 
and pay cash for the stock. Some 


say that in the state of North 
Carolina this demand will take up 
the production of the mills for the 
next 12 months. If mills should be 
able to increase production, how- 
ever, the length of time necessary 
to satisfy this “local’’ demand will 
be shortened considerably. Most 
millmen do not expect any improve- 
ment in the labor situation until 
after the Christmas holidays, and 
others are even less optimistic. 

BOSTON: In the opinion of 
many of the Boston and New Eng- 
land dealers general apathy, gov- 
ernment regulations and a _ black 
market are the three major forces 
hampering lumber production to- 
day. Although the transportation 
situation has improved, the labor 
problem has not to any great ex- 
tent. Woodsmen and sawmill help 
are still urgently needed. 

Demand for all sorts of lumber 
still greatly exceeds the supply. 
Inventories at the yards are lower 
than ever. The greatest demand is 
from house builders trying to ease 
the acute housing situation 
throughout New England. There 
is some squared stock coming 
through the Boston area, but it is 
mostly New England grown. 

MINNEAPOLIS: Following 





complaint of labor union leaders 
that new homes now under con- 
struction in Minneapolis and - its 
surrounding rural Hennepin coun- 
ty are “jerry built,” and of “crack- 
er box” quality, Henry Shotwell, 
architect member of Mayor Hum- 
phrey’s emergency housing com- 
mittee recently accompanied a rep- 
resentative of a Minneapolis daily 
newspaper on a tour of new hous- 
ing which confirmed some of the 
complaints of the union leaders. 

Mr. Shotwell pointed out many 
defects, both in planning and con- 
struction, which included poor 
spacing of homes, low quality of 
lumber, defective plastering, low 
quality mortar and poor roofing. 
The union leaders had complained 
moreover that many of the houses 
were built on filled-in lots and that 
the plastering was giving way in 
houses only recently built. Despite 
all these shortcomings, Shotwell 
found that in many instances the 
builders had done the best they 
could with the quality of materials 
that they were able to obtain. One 
of the chief construction weak- 
nesses, he found, was the use of 
green lumber which, of course, 
warped and cracked later. 





IINNNUNNUNNULNUANAONAULUULHUONLLUUNUULAUHULOLAUA UA 
Millions Will Be Reminded to 





You Can 


“STOP Under-Door DRAFTS’ 
“SAVE FUEL’ 


by Thermal-Guand 


NATIONAL MAGAZINE AND LOCAL 
NEWSPAPER ADVERTISING. 


See your THERMAL-GUARD jobber 
now to share in this profitable 
and desirable business. 


*139,,°]69 


To fit ALL inside 
and outside doors. 
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More than 75 years 
of service tothe sash 
and door industry. 








Cooperate With O. D. T. 


and at the same time save most 
of the freight charges by using 


PAR-TOX 


Wood Toxic Concentrate 


Every gallon of PAR-TOX makes 
30 gallons of toxic solution — by 
simply adding 29 gallons of low 
cost reducing agent, available 
locally. 

It saves much in needed freight 
space — with an equal saving in 
transportation cost. 






Specify 


“Par-Tox Treated” 
on your next order. 





IRA PARKER & SONS C0. 


OSHKOSH, WISCONSIN 
















You have a Drawing 
Account on a Growing 
Lumber Supply 


OZAN’s scientific forest 
management policy is piling up 
reserves of famous 0 

shortleaf pine on which your 
future sales volume can be 

built. 


Today OZAN, like other mills, 
is finding it difficult to main- 
tain volume, but is doing its 
best to meet its customers’ 
needs so far as possible. 


() /} dll LUMBER COMPANY 


Prescott, Ark. 


is your dependable source for 
tomorrow. 














Here is a brand of flooring you can 
build business on. For satistied cus- 
tomers, stock and sell “Diamond 
Hard” Maple and Birch flooring. 


J.W. WELLS 


LUNBER COMPANY 


MANUFACTURE 


ans 
MENOMINEE, MICHIGAN 














HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


38 Years’ Experience 


Engineering Service and Estimates Without 
Obligation — Send Us Your feeuley - 


WEBSTER. 


ce ee 
f Ook. 


TEXTURE 
QUALITY 









~ ne YH. E. Webster Lumber Co. 


Kansas City, Mo. 
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J. Couch Named to NRLDA's 
National Affairs Committee 


Mayor John Couch, manager, R. 
B. Spencer Lumuber company, Has- 
kell, Tex., has been named a mem- 
ber of the National Affairs com- 
mittee of the National Retail 
Lumber Dealers association, ac- 
cording to an announcement by 
S. Lamar Forrest, Lubbock, presi- 
dent of the association. 

Purpose of the committee is to 
provide the association with a 
means of making personal contact 
with members of the Congress in 
order to present problems of the 
lumber industry in the interest of 
public welfare. There are 500 mem- 
bers of the committee in the na- 
tion. 


Crossett Company Will Train 
Chinese in Wood Utilization 


Four Chinese student technicians 
will study forest management and 
wood utilization in the Corssett 
Forest and Industrial plants of the 
Crossett Lumber company, Little 
Rock, Ark., it was announced re- 
cently. 

The program has been arranged 
in cooperation with the Foreign 
Economic Administration and Yale 
university. 

The students will arrive in Janu- 
ary and spend four months in job 
training in the woods, paper mill, 
chemical plant and sawmills. Sim- 
ilar reciprocal programs are under 
way in allied nations for American 
students. 

After training the students will 
return to China where they will be 
assigned to projects of wood utili- 
zation development. 


Davis Elected President of 
San Francisco Hoo-Hoo No. 9 


Dave Davis, Union Lumber com- 
pany, San Francisco, was elected 
president of Hoo-Hoo club No. 9 at 
the second reorganization meeting 
the club held Nov. 27. 

Hugh W. Handley, Van Ars- 
dale-Harris Lumber company, was 
elected vice president; Paul E. 
Overend, California Redwood asso- 
ciation is secretary-treasurer, and 
Al Nolen, Pacific Lumber company, 
sergeant-at-arms. 

Directors for the coming year are 


LIM Wid? NIFWIS 


Frank L. O’Connor, E. L. Bruce 
company; Larue J. Woodson, Nico- 
lai Door Sales corporation; Fritz L. 
Dettmann, Allen & Dettman, Iumber 
company; C. C. Stibich, Tarter, 
Webster, & Johnson, Inc., and Bob 
Gehring. 


Promotions and Appointments 

CHARLES E. HOWEs, former man- 
ager of kitchen cabinet sales, has 
been appointed assistant manager 
of sales, steel equipment division of 
the Berger Manufacturing division, 
Republic Steel corporation, Canton, 
Ohio. 


WILBUR HIGGINS JR. has been ap- 
pointed gen- 
eral sales 
manager of 
Starline, Inc., 
manufac- 
turers -of 





Wilbur Higgins, 
Jr. 


Starline Barn 
Equip- 
ment and 
Cannon Bal! 
Door Hard- 
ware. Mr. 
Higgins was formerly in charge of 
distributor sales of Starline prod- 
ucts. W. F. STEVENS, former dis- 
trict sales manager, will be the as- 
sistant sales manager, C. A. MINOT, 
former general sales manager, will 
devote his attention to an expand- 
ing program of advertising and 
sales promotion covering new fea- 
tures, new products and new mer- 
chandising methods. 








WALTER LEIGHTON CLARK, mana- 
ger of the laminated products de- 
partment, has been made a director 
and vice president in charge of 
laminated products division of 
Gamble Brothers, Louisille, Ky. 
During the war Mr. Clark served 
with the lumber division of the 
War Production Board, Washing- 
ton. 


L. C. BONNER, field representa- 
tive of the Appalachian Hardwood 
Manufacturers institute, has joined 
the staff of the Copeland Lumber 
company, Chicago and will handle 
the purchases in the Appalachian 
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and Central Hardwood regions and 
be sales representative for Ohio, 
Eastern Indiana and Western 
Pennsylvania. 


WALTER L. KINNEY, having com- 
pleted his wartime assignment as 
director of Production Control and 
Planning, has been appointed gen- 
eral sales manager with Duplex, 
Inc., Los Angeles, makers of Du- 
plex sash balances. GEORGE FINNIE 
JR. has been appointed assistant to 
the general manager in charge of 
purchasing for the same company. 


A. H. LUBIN, Barker-Goldman- 
Lubin and C. W. H. ScHuwuck, 
Schuck & Son, Springfield, IIl., have 
been named members of the central 
housing bureau committee for 
Springfield by Mayor John W. 
Kapp. The committee has as its 
duties the assistance of returning 
servicemen to find living quarters. 

E. D. CONNELL, manager, mer- 
chant iron and steel department, 
Iron & Steel Products, Inc., Chi- 
cago, Ill., has been elected vice- 
president of the company. 


WINSTON P. HARRISON has been 
appointed sales manager of the cen- 
tral district for the Mengel com- 
pany, Louisville, Ky. 


E. J. O’LEARY, for the past five 
years district manager at Mobile, 
Ala., of the Ruberoid company, has 
been appointed sales manager of 
the company’s entire southern di- 
vision, with headquarters at Balti- 
more, Md. 


Lieut. Colonel Douglas Roe, Van- 
couver, former commander of the 
Canadian Forestry Corps., has been 
appointed Canadian Government 
Timber Trade Commissioner to 
London. Before proceeding to his 
post, he will spend several months 
making a survey of timber condi- 
tions in eastern Canada and British 
Columbia. 


Mrs. ISLA HERRING of the Her- 
ring-Price Lumber company, La- 
redo, Tex., was recently elected 
president of the company. Mrs. 
Herring is the first and only lady 
director of the Lumbermen’s Asso- 
ciation of Texas. 


EDWIN L. JONES, secretary-treas- 
urer, J. A. Jones Construction com- 
pany, Charlotte, N. C., has been 
elected president of the Carolinas 
branch of the Associated General 
Contractors of America. 


GEORGE H. PEARCE, vice presi- 
dent, William Henrich’s Sons com- 
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LUMBER and PILING 
for SO Years 
Car and Cargo -- Wholesale Only 


ALL TYPES -- ALL GRADES 
Western Pines and West Coast Lumber 


Large and Long Timbers -- Fir Piling up to 150 Feet 
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PATRICK LUMBER C 


Terminal Sales Building, Portland, Oregon 


































Output Low--Quality Being Maintained 


Due to the continued man- 
power shortage, wet weather 
and other adverse factors, our 
output is only about 50% of 
normal. Under the circum- 
stances we regret our inability 
to book additional business 
much as we should like to do 
Sa k, i so. We're doing our best to 


a | 






maintain our quality and build 
up a working inventory. 


BUY 


TREMONT LUMBER COMPANY 
VICTORY HERBERT MOSS, R h 11 L 
BONDS General Sales Manager Lo « e e, a. 

















J@HN HTAWE OR 
Wholesale Lumber 


Herald-Argus Building P. O. Box 3113 
CATONSVILLE 28, MD. 
Telephones; Catonsville 470 -- Gilmore 5823 


Yellow and White Pine -- Hardwoods -- Shingles 
West Coast Lumber 


Send us your stock g ae, 


lists and prices R 







Rough or dressed 
By car or truck 
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With peace, we had expected to be Uy 

able to swing back into resumption of f Uy 

service to our many customers. Unfor- Tiff, 

% tunately there are still problems. Our [% ; 

AWMILL Ae production is down. Our manpower is 

25,000,000 "OCG short. We ask your continued indulgence, 
CAPY. 29-— N Bw pending improvement in our situation. 


9000 fy GELLAR ISLES bdbhb fils 
” GEMM 


cAPY. 15. 











PAUL B. BERRY 


Grand Rapids 6, Michigan 


if you can furnish any of the follow- 
erg (or anything else) write or wire me. 


1 or more cars 4/4" & thicker, but 
mostly 4/4°' Pine, Maple, Birch, Beech, 
Poplar, Gum, Willow, Oak, Magnolia, 
etc. Prefer upper grades but can use 
crating, etc., grades also. KD or AD, 
Rough or surfaced. Can use RW&L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 








Knudson & Mercer Lumber Co. 


Purveyors to 
Accredited Retail Lumber Dealers 
for 50 years 
LUMBER FROM SOUTH, WEST, NO«fH 
Sash & Doors, Wallboards and M pst 
Standard Specialties 
28 E. Jackson Blvd., Chicago 4, «fl. 


LINDSEY ~ 2:27. / 


. fa Position 
Self-Loading = Z-z2- 
Skidders 


are used with 
either team or 
tractor. On 
short hauls, 
snaking, and 
bunching logs, 
they are unex- 
celled. 


LINDSEY 
WAGON CO. 


Sole Manufacturers 
Laurel, - Miss. 
























BALSA 


Again available without priorities 
er ether restrictions. Stocks in 
New Orleans 


F.C. LUTHI & CO., 212 Falter aid 











Change Your Saws to Simonds 


B, F, 3, or 2% inserted tooth Cut 
more lumber at less expense, and no 
saw trouble Saw returned 2nd day 
as a new one, at about % the cost of 


new SAVE on 2%eedger saws, also 
on solid and trimmer saws 


J. H. MINER SAW MFG. CO., Meridian, Miss. 








LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 
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pany, Buffalo, N. Y., has been 
elected president of the First Fed- 
eral Savings & Loan association of 
Buffalo. 


J. L. SINGLETON has been ap- 
pointed manager for the 60 dis- 
trict offices of the Allis-Chalmers 
general machinery division’s sales 
department 


JACK J. MCNuTT, former assist- 
ant supervisor of the Caribou Na- 
tional Forest, has been appointed 
associate executive secretary of the 
Society of American Foresters, 
Washington, D. C. 


Weyerhaeuser Named to Board 
Of Great Northern Railroad 


J. P. Weyerhaeuser Jr., Tacoma, 
Wash., vice president, Weyer- 
haeuser Timber company, has been 
elected to the directorate of the 
Great Northern railroad to com- 
plete the unexpired term of the 
late F. E. Weyerhaeuser, St. Paul, 
Minn. He is the third generation 
of-the Weyerhaeuser family to be 
on the railroad’s board. 


Denver Wholesale Company 
Purchases Montana Plant 


Lumber Dealers, Inc., Denver, 
Colo., have just purchased the 
Northern Lumber company, Bill- 
ings, Mont., wholesalers of build- 
ing materials. The plant will be 
operated as a full stocking branch 
of the company. 

Grant Boorman, manager for the 
Northern Lumber company will re- 
main in that position under the new 
ownership. 


International Falls Holds 
Annual Forest Celebration 


International Falls on the Cana- 
dian border, home of Minnesota and 
Ontario Paper company, has just 
staged its first International For- 
est festival, a celebration dedicated 
to trees. 

The festival, first in what is to 
be a lasting series, was a sequel to 
Pulpwood Festivals which marked 
completion of Victory Pulpwood 
drives in 1943 and 1944. 

Realization of the value of good 
forest management and the eco- 
nomic security it provides for thou- 
sands of workers on both sides of 
the border were prime factors in 
the decision of civic and business 
leaders of the area headed by 
George Porter, chairman, and 
Mayor Don Hodgdon, to make the 
festival an annual event. 


Hager President of National 
American Wholesalers’ Assn. 


T. W. Hager, president, T. W. 
Hager Lumber company, Grand 
Rapids, Mich., and vice president 
and general manager, Grand Rap- 
ids Sash and Door company, has 
been elected president of the Na- 
tional-American Wholesale Lumber 
association by the board of direc- 
tors for the unexpired term of Lou 
DuPlain who died recently. 

In a letter to members of the as- 
sociation, the new president said, 
“May I take this opportunity to 
ask each and every member of the 
National-American to consider the 
problems that face us on a national 
basis and not on a sectional or 
regional basis? We must have 
unanimity among our members if 
we are to gain our objective.” 


Returning Veterans 


Harvey Creech, after nearly 
three years’ service with the Army 
Air Forces, has returned to his 
former position as assistant adver- 
tising manager of the E. L. Bruce 
company, Memphis, Tenn. 


James W. Woods, former lieuten- 
ant in the Supply Corps, U. S. 
Navy, has become a buyer for the 
United States Lumber company, 
Seattle, Wash. 


Major F. B. Curtis has received 
his discharge from the army and 
is now manager of rail shipment 
for the Twin Harbors Lumber com- 
pany at Portland, Ore. 


Sgt. Clifton D. Branham, after 
374% months overseas, serving in 
Iceland, England, France and Ger- 
many, has joined the staff of the 
Cunningham Lumber company, 
Columbia, S. C. 


Lieutenant Colonel Byrne C. 
Manson, after 3% years in the Pa- 
cific war zone, has joined the staff 
of the California Redwood associa- 
tion to actively conduct the postwar 
research program of its Redwood 
Seasoning committee, set up two 
years ago by kiln operators at the 
various Redwood lumber mills to 
further advance the technique of 
drying durable and versatile red- 
wood. 


Lieutenant Thomas M. Riley, 
USNR, has been appointed to man- 
age advertising activities of the 
Pacific Coast Paint division of the 
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: IDAHO WHITE PINE 
Quality Lumber PONDEROSA PINE 


for 58 Years... CALIFORNIA SUGAR PINE 
PI Fan Meedoah WESTERN WHITE SPRUCE 


WINTON LUMBER SALES CO. 7os4ay Jower.MINNEAPOLIS 2, MINN. 
















AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 











Automatic Dry Kiln Car Lumber Stackers 
Semi-Automatic Dry Kiln Car Lumber Stackers 
Elevators for Stacking Dry Kiln Cars by Hand 
Dry Kiln Car Gravity Flow Unloaders Wie 
Electric Lumber Transfers e Seen 
Planer Feed Elevators 

Hvdraulic & Electric Elevating Tables K. * 

Passenger, Freight & Industrial Elevators aUNy [ake f 

: DESIGNERS AND MANUFACTURERS 

OF SPECIAL EQUIPMENT 











SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 
| Selling the Prod: cts of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 


ROSS UNIT-LOAD CARRIERS... 


built in sizes and models to fit your needs 








@ Let our engineers recommend sizes and 
models which will most efficiently solve your 
materials handling problems. 


Write Today for Bulletin C-44 


THE ROSS CARRIER CO., Factory—Benton Harbor, Mich. 


SEATTLE — PORTLAND — SAN FRANCISCO — VANCOUVER, B. C. 
PINE BLUFF, ARK. — NEW YORK CITY — HOBOKEN, N. J. 
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WANTED-- 


WOOD HEADING 


We need additional supplies 
of wood heading in either 
pine, fir or other soft woods. 


To be kiln-dried from six 
(6°/,) to eight (8°) moisture, 
25/32" thickness and turned 
round to diameters from 10" 
to 22". 


Heading to have tight glued 
joints, Lindermann, straight 
rubbed, or other similar 
process. 


Several carloads monthly re- 
quired. 


Detailed drawings and speci- 
fications on request. Write 
us today. 


Carpenter Container 
Corporation 
147 41st Street 
Brooklyn 32, New York 




















Save space — time 
— costs — release 
men for productive 
work—handle lum- 
ber with conveyors. 


Write for special 
bulletin, A.-L.-125, 
describing Stand- 
ard Conveyors de- 
signed to speed 
and cut the cost of 
handling in lumber 
and building sup- 
ply yards. 


STANDARD CONVEYOR COMPANY 
General Offices: 
No. St. Paul, Minnesota 





SULLIVAN LUMBER CO. 


WRITE US! AIR MAIL ONE DAY EACH WAY: 


PORTLAND, OREGON 
TIMBERS FACV ORY 
YARD STOCK e t 1? CLEARS 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 33 Years 
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Pittsburgh Plate Glass company. 
Previous to entering the Navy in 
March, 1942, he handled the retail 
advertising for branch outlets of 
the company. 


Edison Announces National 
Prices for All Appliances 


For the first time in the industry’s 
history major eleetrie appliances will 
sell to consumers at uniform, nation- 
ally advertised prices, including de- 
livery at any point in the nation and 
federal taxes. 

Edison General Electric Appliance 
company announced a_ nation-wide 
pricing poliey by which all of its ap- 
plianees would be delivered to ecus- 
tomers at a uniform price instead of 
the formerly practiced f.o.b. factory 
poliey. 

Changes in wiring on a customers’ 
premises, where necessary, could not 
be ineluded in the nationally adver- 
tised prices, but otherwise total price 
would be national. 


Ohio Lumber Company Offers 
Book on Home Style Trends 


For families planning to build 
a home, Style Trends, a book on 
postwar homes, is being made avail- 
able by the Jones Lumber and Coal 
company, Columbus, Ohio. 

The book discusses such ques- 
tions as facts about postwar archi- 
tectural styles, traditional styles of 
the past, new materials and new 
construction methods. In color il- 
lustrations it pictures a preview of 
homes of tomorrow, including the 
best of the historical styles, adapted 
and modified to meet present and 
future needs. 


St. Regis Panelyte Division . 
Opens New Fabricating Plant 


The Panelyte division of St. Regis 
Paper company has opened a newly 


equipped fabricating plant at~ fren-- 


ton, N. J. for laminated plastics. Add- 
ing more than 60,000 square feet of 
production space, the plant will utilize 
new machinery and machine tools to 
handle any type of fabricating oper- 
ation, according to Roy K. Ferguson, 
president. 


Annual Meetings 


Jan. 4—-National Association of 
Hardwood Wholesalers, LaSalle 
hotel, Chicago, Ill. 

Jan. 30, 31—Western Retail Lum- 
bermen’s association, Fort Garry 
hotel, Winnipeg, Manitoba, Can- 
ada. 


E. Carter Retires as Chief 
Of Forest Service Division 


Edward Edgecombe (Nick) Car- 
ter, chief of the Forest Service 
Division of Timber Management 
for the past 25 years and in charge 
of National Forest timber sales 
through World Wars I and II, re- 
tired Nov. 30 from the U. S. De- 
partment of Agriculture. 

As an administrator keeping the 
National Forest timber business on 
a sound basis, in line with the long- 
time service objective of “the 
greatest good to the greatest num- 
ber,” Mr. Carter won widespread 
recognition and respect both in and 
out of government. A_reforesta- 
tion enthusiast, he actively fostered 
the growth of the Forest Service 
tree planting and nursery program 
under which the service has suc- 
cessfully planted more than 1,200,- 
000 National Forest acres, and he 
was instrumental in working out. 
important advances in timber stand 
improvement work. 

Mr. Carter has been a member 
of the U. S. Board on Geographic 
Names which gives decisions on the 
names for mountains, rivers and 
other geographical features used on 
official government maps, _ since 
1922, and it is understood that he 
will continue in this capacity after 
retirement. 


Philip Carey Plans Plant 
Expansion, Modernization 


Announcement of a _ $5,000,000 
plant modernization and expansion 
program for the Philip Carey Man- 
ufacturing company, Lockland, Cin- 
cinnati, Ohio, was made last week 
by R. S. King, president of the com- 
pany. 

“Demand for building materials 
is at an unprecedented peak,” said 
Mr. King, “and this increase in pro- 
duction facilities, which has been 
planned through the war years, will 
make available increased quantities 
of insulation, roofing and indus- 
trial building materials in the near 
future.” 

According to Mr. King, several 
new products will be put on the 
market as a result of the expansion 


_ program. 


. . Obituaries 


H. J. BETTERLEY, 62, founder, 
Southern Pines Warehouses, South- 
ern Pines, N. C.—Oct. 31. 


ENOS COLBURN, 69, presi- 
dent, American Lumber & Manvu- 
facturing company, Colburn Lum- 
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ber & Fuel company, and Enos Col- 
burn Lumber company, Green Bay, 
Wis.—Nov. 10. 


DANIEL M. COLLINGWOOD, senior 
member of the late business firm 
Collingwood Brothers Lumber com- 
pany, Pendleton, [nd.—Nov. 2. 


JOHN J. DEMPSEY, 69, founder 
and president, Dempsey Lumber 
company, Tacoma, Wash.—Nov. 13. 


WILLIAM WARREN DOWN- 
ING, 73, founder, Downing Manu- 
facturing company, Tampa, Fla.— 
Nov. 20. 


LEROY EASTMEN, 73, presi- 
dent, Eastman Cartwright Lumber 
company and Livingston Lumber 
company, and operator of a chain 
of retail lumber vards in Iowa and 
Wisconsin, died in Lancaster, Wis. 
—Nov. 22. 


C. TYSON EDGAR, 58, con- 
nected with the Jacob Mortenson 
Lumber company, Wausau, Wis., 
and a director of the lumber divi- 
sion for the government during 
World War I—Nov. 17. 


WILLIAM DOUGLAS KELLY, 
58, west coast representative for 
Magee-Fine Lumber company, and 
former president, W. D. Kelly 
Lumber company, Newark, N. J.— 
Nov. 19. 


JAMES B. McKEON, 62, secre- 
tary, Peninsula Lumbermen’s club, 
Redwood City, Calif.—Oct. 28. 


ROBERT E. MORRIS, 57, re- 
tired co-owner, Morris Brothers 
Millwork company, Saulsbury, Md. 


MERRITT B. PRATT, 67, for- 
mer state forester of California, 
Sacramento, Calif.—Oct. 29. 


ALBERT A. SCHAFER, 65, sec- 
retary-treasurer, Schafer Brothers 
Logging company and _ president, 
Aberdeen Plywood corporation and 
the Acme Door company, Hoquiam, 
Wash.—Nov. 21. 


JOHN H. SCHROEDER, 83, 
founder, Manitowoc (Wis.) Build- 
ing Supply company—Nov. 25. ~ 


HERMAN I. STARKWEATHER, 
71, president, Herman I. Stark- 
weather, Inc., West Carthage, N. Y. 





JOHN EDWARDS TAYLOR, 59, 
president, Stevens Lumber com- 
pany, Lynchburg, Va. 


JOHN LEROAY WIGGINS, 69, 
owner, F. J. Wiggins Lumber com- 
pany, Charlotte, N. C.—Nov. 24. 








ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
B AN by Monday prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
roper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


RATES PER WORD. PER INSERTION 


8c per word fer one insertion. s 

7¢ per word, per insertion, fer 2 consecutive 
insertions. 

6c per word, per insertion, for 3 to 5 consecu- 

tive insertions. 

MINIMUM CHARGE §1.60. 

Attractive discounts for 6, 13 or 26 comsecu- 

tive insertions. 

When answering “blind’’ advertisemez’ts ad- 

dress number shown care o 


AMERICAN LUMBERMAN 


139 N. Clark St., Chicage 2, Illinois 


HELP WANTED 


WANTED—MANAGER 


For lumber yard, located in small town in 
Kentucky, with selling experience, construc- 
ticn, plans. Good opportunity for right man. 
Will arrange interview. Address K-31, Ameri- 
can Lumberman. 


SUPERINTENDENT—In charge of production, 
omer lumber yard and planing mill. Detroit, 
Michigan. Address Box L-22, American 
Lumberman. 














Wanted: Assistant to President Eastern Lum- 
ber Products Manufacturer. Opportunity for 
advancement. Executive experience neces- 
ra f Write stating qualifications. Address 
L-24, American Lumberman. 





Ve large, old and yet progressive Mill- 
nak, Lumber and Building Material Com- 
pany. located in Atlanta, Georgia, has an 
a a man experienced in detailing 
and billing into special millwork plant. Ap- 
licant should be honest, sober, dependable. 
ealthy, have high school education or 
equivalent, good character references, be 
thoroughly experienced in this work, and 48 
years of age or under. This job offers per- 
manency and advancement to man who an- 
swers the qualifications. Reply L-38, Ameri- 
can Lumberman. 





Wanted: Bookkeeper experienced in machine 
bookkeeping and general office work by re- 
tail lumber and coal company. Permanent 
osition at a good salary. P. O. Box 

a Porte, Indiana. 





Wanted an experienced Millwork detailer and 
Biller, also an assistant factory mill work 
superintendent. Address L-32, American Lum- 
berman. 





Wanted: Young man with lumber and mill- 
work experience to take phone orders for a 
well known recognized lumber yard in Chi- 
cago. Address L-33, American Lumberman. 





Wanted: Hardwood Lumber Inspector for 
Michigan Yard. Write fn qualifications 
and references. Address L-36, American Lum- 
berman. 











HELP WANTED 

WANTED: erienced retail lumber yard 
manager for line yard in town of 10, lo- 
cated in good town in Iowa. Must be high 
class. omplete knowledge of 3 
Permanent connection. Salary open. Retire- 
ment pension plan in operation. re op- 
portunity for good man. Address K-48, Amer- 
ican Lumberman. 


WANTED PRODUCTION MANAGER: For good 
sized pine lumber mill, located in Arkansas, 
by large reliable concern. Experience neces- 
sary for supervising production from logging 
in woods to finished lumber in cars. Mill lo- 
cated in fair sized city. Excellent position for 
right man. Write fully as to qualifications, 
age, experience and expected salary. Ad- 
dress reply to K-58, American Lumberman. 


SMALL HOME DESIGNERS—Old established 
firm wants services of designers and drafts- 
men. Permanent positions for right men. 
Salary commensurate with experience. GOR- 
DON-VAN TINE COMPANY, Davenport, Iowa. 


Wanted: Competent office man, estimating and 
drafting. Central Ohio. Address J-49, Ameri- 
can Lumberman. 























WANTED—Manager for our St. Louis Yard. 
Must be familiar with Hardwood trade and 
preferably experienced in Wholesale Dis- 
tributing Yard work. In your application 
state age. whether ied or single, experi- 
ence and your recommendations. Send your 
application to Gideon-Anderson Lumber Com- 
pany. 110 Angelica Street, St. Louis 7, Mis- 
souri. 





Wanted: Workin ard superintendent. 

25 to 35. Must Bn ut tener oa 
and able to handle men. Address L-40, 
American Lumberman. 





Wanted: Assistant Manager, age 25 to 40. 
Capable. efficient, with + celle: knowledge 
of retail lumber, builders supplies, builders 
hardware, paint, insulation. coal. One 
capable of taking complete charge in man- 
ager’s absence. Address L-39, American 
Lumberman. 





Wanted: Band Sawyer. Steady empl a 
Elliott Hardwood C, Inc., eden, N.Y. 


Wanted: Northern Hardwood inspector. New 
York State Band Mill, Steady year around 
work. Address L-45, American Lumberman. 
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AN OPPORTUNITY FOR LIVE 
LUMBER WHOLESALER 


Wanted: ge of sales for our Jackson- 
ville, Florida office. 


Must be thoroughly experienced in wholesale 
buying and selling of Yellow Pine and Hard- 
woods. 


Drawing account and share of profits. 


GERMAIN LUMBER COMPANY, 
PITTSBURGH, PENNA. 





Combination moulder and machine man ca- 
pable advancing to superintendent: perma- 
nent work, good machines, give age, experi- 
ence, reference. Owsley Lumber Co., Pensa- 
cola, Fla. 


SITUATIONS WANTED 


If in need of General Manager or Depart- 
ment Head for your Millwork Manufacturing 
or Jobbing Business, requiring unusual ex- 

rience and ability address K-53, American 
umberman. 


Salesman, Millwork. or any building product. 
18 years experience. Can estimate, detail, 
service jobs, draw plans. Well educated and 
qualified to assume on No hurry 
to change. Good references. efer North- 
west near good —- and fishing area. 
Address J-64, American Lumberman. 























Experienced sash and door, office man, sales- 
man. Address L-20, American Lumberman. 





Navy Lieutenant, Master’s degree, forestry 
and cost accounting experience, interested in 
what you have to offer. Address L-41, Amer- 
ican Lumberman. 


REPUTABLE LUMBERMAN 
rom years’ experience: Sales, retail man- 
ager; Jobber. Now employed. ave 44. Salary 
$325.00. Prefer city. minimum 50,000 popula- 
tion. Correspondence confidential. Please ad- 
vise — available. volume. Address 
L-43, erican Lumberman. 








WANTED—JOB 
First-class band saw filer. Age 55. Good 
health. No booze. Understand frozen timber 


— now. Address L-44, American Lum- 


rman. ‘ 
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LUMBER & DIMENSION 
WANTED 


LUMBER WANTED 


1‘'x 4’ Birch and Maple Strips, Clear 1S. 
1’ x 5" Birch and Maple Strips, Clear 1S. 
Address J-72, American Lumberman. 











WANTED: Car lots surplus materials and 
close-outs—doors, mouldings, etc. BISSELL 
LUMBER AND WRECKING COMPANY, 7834 
W. Grand Ave., Elmwood Park, Ill. 


WANTED: Several million hardwood cubes, 
15/16" to 134" sizes; must be dry, clear, D4S, 
sanded, if possible. smooth-sawn ends. Ad- 
dress K-45, American Lumberman. 








BIRCH LUMBER WANTED 
1’ x 4’°—27"" long—White or Sap Birch 
1’’ x 4°—50"’ long—White or Sap Birch 
11." x 5’°—12"" and multiples ite or Sap 
Birch 
Address J-66. American Lumberman. 


LUMBER AND SQUARES WANTED 


Hardwood and Pine Lumber from any area, 
rough or surfaced, all kinds, grades and 
sizes, also shorts, edgings and cut-offs from 
good lumber previously edged and trimmed, 
flat dimension stock cut to size AD or KD, 
and furniture squares, green or dry. Ger- 
main Lumber Company. 21 Adams Ave., 
Montgomery 1, Alabama. 


WANTED—Plywood _fall-offs; eI queamiy: 
rade, thickness or species. Address K-61, 
merican Lumberman. 


TIE SIDES WANTED 


Birch and Maple Tie Sides 
Address J-70, American Lumberman. 











CRATES 


Have carload orders to place for nailed, 6 
section panel crates, hardwood or softwood. 
Also need 10 cars Cut-To-Size crating lumber 
surfaced one side 9/16", 5'° and 13/16’ 
thick, by 2°’, 3’. and 4’ wide, 24’ to 72” 
long. 


Write for details and specifications. 


Address L-42, American Lumberman. 





WANTED TO BUY 


Full or mixed cars shed lumber; flooring, 
shingles, siding. dimension pickets and lath 
or what have you to offer? ATLANTIC LUM- 
BER COMPANY. BAYONNE. NEW JERSEY. 





WANTED—Tie Sides in the lower grades. 
IWEN BOX & LUMBER CO.., Pine Island, Minn. 





WANTED—Truck or carload—Dry 1 inch Soft- 
wood Shorts. 21/4 to 31/2 inches wide by 36 to 
48 inches. Write giving details. Address L-37, 
American Lumberman. 





MAPLE LUMBER WANTED 
1” x 4"°—27"" long—White Maple. 
1” x 4’°—50"" long—White Maple. 
11," x 5‘°—12°" and multiples White Maple. 
Address J-69, American Lumberman. 





WESTERN PINE LUMBER WANTED 


5/4" a Grade, Air or Kiln Dried. 
ough or Surfaced. 
Address J-71, American Lumberman. 


BUSINESSES WANTED 














Want te buy complete Lumber Mill with 80 
H.P. Locomobile Boiler and Engine. Give {full 
details. GONZALEZ, P.O. Box 219, Guadala- 
jara, Mexico. 





WANTEL—Lumber Yard site with sheds and 
switch track res Minimum 75,000 square 
feet land and buildings. Chicago or suburb. 
Address K-25, American Lumberman. 








Wanted to Buy: Retail lumber yard in Indi- 
ana by private individual. Will pay cash. 
Please give price and description. pF wre 
L-31, American Lumberman, 
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USED MACHINERY WANTED 


BUSINESS OPPORTUNITIES 








One 12” Moulder, preferably a Woods 134 M. 


Must be faigly new and modern machine. 
ae Lumber Company. Birmingham, Ala- 
ama, 





LIGHT GANG SAW. NEW OR USED. 
Address J-60, American Lumberman. 





WANTED 
Band Resaws — Chain Feed Straight 
Line Gang and Rip Saws — Planers 


Matchers — Molders — and all other 
kinds of woodworking machinery. 


Keystone Machinery Company 
324— 4th Ave., Pittsburgh Pa. 





WANTED TO PURCHASE: One four-sided 
combination matcher, planer and moulder. 
Must be in good condition, either motor or 
belt driven. Also band resaw that will open 
out to 12’, preferably motor driven. ST. : 
ARD LUMBER SALES CO., No. 4098 Minne- 
sota Avenue, N. E., Washington 19, D. C. 





WANTED: In good condition, Steam Nigger, 
41/_’x6"x4’:; Steam loader: Tower edger: Cun- 
ningham Baby Grand carriage or equal. Pot- 
ter Lumber Company, Allegany, N. ¥: 


Wanted—Modern 4 head electric moulder. 
All direct motor driven. Prefer Woods 134M 
or 137M or Mattison equivalent. Prefer one 
or two not over 2 years old. Will pay top 
price. George Martin, 49 Junius St., Brooklyn, 
N. Y. Dickens 2-6765. 








Wanted to | for early delivery, one 54°’ 
Band Resaw. Prefer good machine such as 
V-54 Yates, 54°° McDonough or 54°’ Mershon 
with tilting rolls in good condition. Advise if 
right or left hand machine. but prefer right 
hand. Might consider 44°" machine if cannot 
get 54°’. This for planing mill resawing. in- 
cluding bevel siding. Sawmill set works not 
required. Robertson & Hackett Sawmill Co., 
Limited, Vancouver, Canada. 





WHAT HAVE YOU 
TO SELL? 

WHAT DO YOU 
NEED? 
AMERICAN LUMBERMAN 
CAN HELP YOU 


You can insert a 20 word 
advertisement in these col- 
umns THREE TIMES for 
only $3.60. 


To reach the next issue 
mail your copy to reach 
us by next Monday. 


AMERICAN LUMBERMAN 
139 N. Clark St. 
Chicago 2, Ill. 





NEW ENGLAND SALES REPRESENTATIVE 


Salesman on furniture dimension, Plywood 
and glued panels. established trade with 
best accounts, seeks connection with manu- 
facturer. Box 88, Fitchburg. Mass. 


Long established firm in Mexico wants to rep- 
resent American manufacturers. Mostly inter- 
ested in following items: Lumber, Floorings, 
Buildings and Furniture Hardware. Kitchen 
and Bathroom Furniture and Fixtures. Ply- 
woods, Linoleums, Abrasives, etc. Address 
H-33, American Lumberman. 








Wanted to manufacture cases of any kind on 
contract. M. G. CORNELL, Roosevelt, N. Y. 





Wanted: To represent in St. Louis territory a 
fir door and plywood company on a commis- 
sn basis. Address Box L-34, American Lum- 
erman. 


TRANSIT & MILLING 
SERVICES 


TRANSIT MILLING 


At Bluff City, Tenn. Pine and Hardwoods. 
Surfacing: 4S to 6x15; centermatch- 
ing and shiplapping 1°’ and 2” 
z stock. : 
Resawing: Circular resaw facilities. 
Ripping: 1/"* to 3°" stock. 














Cutting: an cut stock to various widths 
and lengths. 
Transit: rivileges apply to East 


Transit 
and C.F.A. territory from most 
Southern points. Same _ arrange- 
ment as exists at Bristol, Tenn. 
Corinth Hardwood Company 
Bristol, Tenn. Phone 2760 


LUMBER & DIMENSION 
FOR SALE 














2 cars 6’ hardwood stacking sticks. 

2 cars 1x2—18°’ Surveyor stakes. 

5 cars 3x6 & wider Oak Bridge Plank. 

2 cars 6/4 and 8/4 Hardwood SSE grade. 

2 cars 10/4 No. 2 & Btr. Air Dried gum. 
E. J. Gaiennie, Box 1074, Shreveport, La. 





FOR SALE 


Clear Yellow Birch Squares. 
3900’ 2” x 2” x 7” to 11” shorts. 
2 cars 1"’ x 1’’ Basswood squares 18" to 48” 


long. 
WAYNE LUMBER COMPANY, 
308 Greenpoint Ave., Brooklyn 22, N. Y. 


TIMBER & TIMBER LAND 
FOR SALE 


8600 acres Ontario timber for sale. Over half 
Hemlock balance hardwood, White Pine, 
Spruce & Balsam. Warren Ross Lumber Co., 
Falconer, N. Y. 

















For Sale: 2700 acres mixed timber 28 million 
ft. good roads, close to railroad. Lewiston, 
Idaho, territory. Address K-54, American 
Lumberman. 





663 Acres excellent lumber, woodland in 
beautiful Ulster County, N. Y. river and high- 
way running through land. Will consider ex- 
change for real estate, jewelry. etc. Hollan- 
der Associates, 103 Park Ave., New York. 





WANTED TO BUY 
—MISCELLANEOUS— 


RAILS WANTED 
Principally 16-20-25-30 lb. 
YER C 


THE W. H. . 
Fullerton Bldg., St. Louis. Mo. 


RAILS: ANY SIZE OR QUANTITY 
Particularly 20 lb. 25 lb. 30 Ib. 35 Ib. & 40 Ib. 


Secure our price before selling. 
MIDWEST STEEL CORP.” 
Charleston, W. Va. 


BALED SHAVINGS WANTED 


Send sample bale and quote prices 
carload lots. 
STONEACRES—FARM SUPPLIES 
PRINCETON, NEW JERSEY 


KINDLING WOOD WANTED 


Kindling or waste wood, about 2 cars per 
month. State green or species of 
wood. Address K-35, American Lumberman. 




















BUSINESSES FOR SALE : 








FOR SALE: Lumber yard. About two acres of 
ground on which is located lumber shed and 
office, bounded one side by Reading Rail- 
road, other side main highway, third side by 
street. Within Borough Limits Danville, Pa. 
About 9,000 population. Price $12,000.00. Ex- 
cellent opportunity to energetic man for re- 
tail lumber and gas distribution. Address 
K-43 American L erman. 





For Sale 


Old and well established Wisconsin Retail 
and Wholesale Lumber and Building Mate- 
rial business with complete Millwork plant 
and planing mill. No better equipped yard 
anywhere. Doing a fine volume. This is a 
rare opportunity to carry on a well estab- 
lished business. Poor health reason for sell- 
ing. Address L-25, American Lumberman. 





FOR SALE: Woodworking Factory in town of 
1500 on main line of New York Central. 
Address L-30, American Lumberman. 


AMERICAN LUMBERMAN, December 8, 1945 
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